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Standand 


INSURANCE COMPANY 


GROWING 


WITH 


THE 
WEST 


The ‘growing climate’’ is good in the West, where 
many ambitious men and women are enjoying out- 
standing benefits now as representatives of Standard 
Insurance Company. 

As the oldest mutual insurance company founded 
west of the Rockies, Standard has kept pace with 
western progress since 1906. Today, Standard’s new 
multi-million dollar home office building is under con- 
struction in Portland, Oregon... investment opera- 
tions are being expanded, soundly and in keeping 


A message from Albert D. Rosellini: 
Governor, State of Washington 


“We look with pleasure on the active role 
Standard Insurance and its many fine em- 
‘s ployees have taken toward providing security 
benefits for thousands of our residents. Moreover, your 
sound investment programs have contributed to the pros- 
perity of our State. No one knows better than | the part 
Standard Insurance has played right here in our State 
Capitol at Olympia. Hundreds of state workers who belong 
to the Washington State Employees’ Association now en- 
joy benefits from your company under a volunteer group 
life insurance program.” 


with community developments ...a unique portfolio 
of policies and plans, including life, accident and sick- 
ness protection for individuals and groups, is receiv- 
ing ever-increasing acceptance... Company sales ex- 
pansion plans are opening up attractive career oppor- 
tunities with western-size commissions. 

Standard is one of only five insurance companies 
which has more insurance in force in the state of 
domicile than any competitor. 


A message from Mark O. Hatfield 

Governor, State of Oregon: 

“The life insurance industry in Oregon pro- 

vides $4,999,777,230 of life insurance pro- 

tection for the people of Oregon. This great 
industry provides investment and capital to aid the growth 
and development of our great State. The men and women 
of this industry have set high standards of good citizen- 
ship and have supported countless worthy civic and com- 


‘munity activities. This industry has, in the best interests 


of competitive enterprise, dedicated itself to serving our 
people ably.” 


Standand 


INSURANCE COMPANY 


Home Office: Portland, Oregon 


Find out why members of the Standard family say: ‘‘It’s great 
to be with Standard!”’ For information about career opportu- 
nities now open, write R. V.Cummins, vice president and sales 
director, Standard Insurance Company, Dept. A, P.O. Box 711, 
Portland 7, Oregon. 


Life * Accident * Sickness « Individual & Group 
Serving Oregon, Washington, California, Idaho, Utah 
Arizona, Nevada, Alaska and Hawaii 





SERVICE Is 
THE RENT IE Fay 


For Our Room On Earth 


A society of British soldiers who fought in the Ypres salient 
during World War I adopted those words as its motto. 


They well describe the personal and business philosophy of Lester A. Rosen, 
C.L.U., who represents The Union Central Life Insurance Company at 
Memphis, Tennessee. 


Lester Rosen’s entire business career has been one 
of steadfast devotion and service to his clients, his 
Company, and the life insurance profession. He 
prepared for his career at the Wharton School of 
Finance and Commerce, University of Pennsyl- 
vania, where he received his B.S. degree in 
economics. He was awarded the Chartered Life 
Underwriter designation in 1936, and has quali- 
fied for membership in the Million Dollar Round 
Table 16 times. 
He is a Charter Member of The Union Central’s 
President’s Club, and has served on his Company’s 
President’s Field Advisory Cabinet. Further, he 
is a past president of the Memphis C.L.U. Chapter, the Memphis Life Under- 
writers Association, the Tennessee State Association of Life Underwriters, and 
instructed the first Life Underwriter Training Council courses in Memphis. 
Lester Rosen’s election as Chairman of the 1962 Million Dollar Round Table is 
another high honor resulting from superior knowledge and unselfish service. 
He will lead the Million Dollar Round Table well. That’s the way he does 
everything. 
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We 


Te alé? ONE MIND 


at Republic National Life --- 


...On 
the Subject 
of 
Offering 
Every Possible 
Sales Assistance 
to Our 


FIELDMEN, 


GENERAL AGENTS 
and 
BROKERS. 


So Sect 

We Are Able to Provide the Collective Benefits 
of More Than 1000 Years 

of Top Executive Experience to Those 


Who Aspire to 


GROW 
with the GO TEAM 


REPUBLIC NATIONAL LIFE Axon OT 


E REINSURANCE FACILITI 


Now the 35th Largest Company in Amount of Life Insurance in Force and 38th in Accident and Sickness Premiums 


Also 26th in Amount of Group Insurance in Force Among More Than 1400 Life Insurance Companies 
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“More than worth the effort” 


It takes study, perseverance and hard work to earn your CLU key. 


But the rewards are more than worth the effort. That’s why more than 600 Equitable represent- 
atives throughout the country now wear this distinctive key — and why over 1300 are working 
toward this honor with the assistance of the Equitable Chartered Life Underwriter Association. 


To all these people who are serving the Equitable’s clients better by serving themselves 


THE HQUITABLE 


Life Assurance Society of the United States 


Home Office: 393 Seventh Avenue, New York 1,N.Y. ©1961 


better, we offer our sincere congratulations. 
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THE BUYER ASKS 


Employer's Liability Plan 


One-cost, retro plan "D" 
covers general and auto li- 
ability, workmen's comp. By 
T. H. Ruby, insurance dept., 
Cities Service Petroleum 


LAN “D” is the newest of the 
| Se retrospectiv: rating 
plans. Coverage takes in work- 
men’s compensation, general liabil- 
ity, and auto liability (if desired) 
under one-cost type plan for larger 
size risks. As in the other “retro” 
plans, cost is determined under a 
cost-type formula. Minimum and 
maximum are fixed. While essen- 
tially this plan provides claim serv- 
ice at cost, the maximum factor 
gives a degree of insurance protec- 
tion under the plan. The buyer 
then knows that his cost cannot 
exceed a certain amount. Yet with 
good loss experience he can realize 
a substantial return of initial pre- 
mium. 


The Formula 


The initial premium is the 
Standard premium, which is the 
manual premium modified by the 
developed loss experience factor 
for the particular risk. The Plan 
“D” premium adjusts this further 
to give effect to the actual loss ex- 
perience of the particular insured 
for the policy period. Following is 
the formula used: 

Earned Retro Premium = 
premium + excess loss premium + 
converted losses] x tax multiplier 
(Subject to minimum and 
maximum premiums) 

The earned retro premium 
(ERP) is simply the final premium 
cost developed under the plan. 

The basic premium is a small 
per cent of the standard premium 


| basic 
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determined by multiplying stand- 
ard premium by the basic premium 
factor. The basic premium includes 


the cost of the following items: Ac- 
quisition. Administration. Audit- 
engineering. Bureau expense. Prof- 
it. Net insurance charge. 

No explanation of any of these 
basic premium elements should be 
necessary except perhaps for the 
last item, net insurance charge. 
Net insurance charge is made up 
of two elements, a charge for the 
possibility of loss results exceed- 
ing the maximum premium, and a 

Continued on page 6 
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More than a quarter century of con- 
stant progress and growth through 
unexcelled personalized service to 
insurance companies. 
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810 Baker Building, Minneapolis 2, Minnesota 


CHICAGO OFFICE 


H. A. GOETZ 
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208 South LaSalle Street, Chicago 4, Illinois 





LIFE IS SERVICE...THE ONE WHO PROGRESSES IS THE ONE WHO GIVES 
HIS FELLOW BEINGS A LITTLE MORE — A LITTLE BETTER — SERVICZ. 
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credit for the possibility of loss 
results falling below the minimum 
premium. This is in effect the in- 
surance range that is below mini- 
mum and above maximum. Between 
the minimum and maximum, the 
plan operates on a cost-plus basis. 

Excess loss premium is the 
amount obtained by multiplying 
the workmen’s compensation por- 
tion of standard premium by the 


applicable excess loss factor times 
the applicable loss conversion fac- 
tor. Similar methods are used for 
the general liability and/or auto- 
mobile portions of the standard 
premium where applicable. 
Minimum and maximum factors 
are expressed in a per cent of 
standard premium. They establish 
the floor and ceiling costs under 
the plan. They also directly affect 
the basic premium per cent 
through the net insurance charge. 
If you elect very low minimums 
and maximums, the result is a 


MUNICH 
REINSURANCE 
COMPANY 


UNITED STATES BRANCH 


Multiple 
Lane 
Reimsurance 


EXECUTIVE OFFICE 


410 PARK AVENUE 


NEW YORK 22, N.Y. 


SOUTHERN DEPARTMENT * ATLANTA 
MIDWEST DEPARTMENT ¢ CHICAGO 


higher insurance charge. Con- 
versely, if you elect a_ higher 
minimum and maximum, you re- 
duce the insurance charge. Once 
you have elected Plan “D,” the se- 
lection of minimum and maximum 
per cent is of paramount impor- 
tance and is a judgment matter. 
You can’t predict your losses ex- 
actly in advance, but a study of 
past experience gives you a back- 
ground for informed estimating. 
There is for example no use in 
paying for a low minimum which 
you cannot realistically anticipate 
falling within. Nor is there any 
significant protection afforded by 
a very high maximum. 


Loss Factor 

The loss conversion factor is a 
multiplier to be applied to incurred 
losses and provides for the direct 
claim handling expense. Incurred 
losses, with respect to workmen’s 
compensation, include amounts paid 
or reserved only and do not include 
directly allocated claim expense 
nor cost of recovering in subroga- 
tion. Incurred losses, with respect 
to third-party liability, includes 
amounts paid or reserved, plus di- 
rectly-allocated claim expense, plus 
cost of recovery in successful sub- 
rogation cases. It is interesting to 
speculate whether it is equitable 
from the assured’s standpoint to 
pay, e.g., outside legal expense on 
a claim and then also pay through 
the loss conversion an additional 
loading representing cost of in- 
suror’s handling. 

There is one further possible in- 
surance feature which can be util- 
ized. That is loss limitation. You 
may have liability limits of $100 
300M—$100,000, and yet you don’t 
want to expose your retro to more 
than $25,000 for any one claim. 
Or under workmen’s compensation 
you may want to hold the claim 
charge under your retro down to 
say $25,000 in any one accident, 
even though several deaths or seri- 
ous injuries may be involved in one 
accident. The cost of this is devel- 
oped by a loss limitation factor ap- 
plied to the standard premium. 
This is another judgment matter 
dependent upon the size of your 
limits, maximum factor, exposures, 
etc. This factor is really insurance 
within insurance. The tax multi- 
plier is applied to the overall for- 
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mula developed premium and pro- 
vides for the payment of premium 
taxes imposed by the state in- 
volved. 


How It Works 

To this point we have consid- 
ered only briefly the mechanical 
fundamentals of the plan. Now let 
us consider what it does and why 
it is used. The plan has great flexi- 
bility and can be used advantage- 
ously for risks ranging from the 
poor to the best. First, let us take 
a risk which has been developing 
a high and rather unacceptable loss 
ratio. A guaranteed cost plan, even 
debit rated, won’t yield adequate 
premium for the risk. Under the 
Plan “D” the insuror can take on 
the risk with a better chance of 
receiving an adequate premium be- 
cause the maximum factor will, if 
necessary, yield a premium higher 
than the debit-rated standard pre- 
mium which is the maximum 
under a guaranteed cost plan. The 
insuror through a cooperative in- 
tensified loss contract program can 
help the assured improve the loss 
experience and accordingly in many 
cases ultimately reduce the stand- 
ard premium to a credit basis. 
From the assured’s standpoint, this 
reduces his base cost and further 
reduces his cost through direct re- 
duction of converted loss cost. No 
insuror can make permissible earn- 
ings, even under retro rating, if 
the risk consistently runs much 
poorer than average, and both in- 
suror and insured have an equal 
stake in improving the loss picture. 


"The results of your aptitude test show 
you should have married into money." 
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Now take a risk with better than 
average experience. Under a guar- 
anteed cost (or standard premium 
plan) the assured will get credit 
for past years’ good experience, but 
not for the current policy year. 
Under a retro plan he gets through 
the basic premium a partial benefit 
of the standard premium basic 
credit. With continuing good expe- 
rience he will develop retrospec- 
tively a premium less than stand- 
ard and receive in effect a dividend 
return. If on the other hand, he 
has unusually poor experience for 


the current year, he has the stop 
loss protection afforded by the 
maximum. 

Basically, each assured develops 
his own premium in direct propor- 
tion to the loss experience he cre- 
ates. It is of interest that the so- 
called net insurance charge is 4 
relatively small amount and that it 
decreases directly as the minimum 
and maximum factors are in- 
creased. Further, as the size of 
premium increases, the net insur- 
ance charges decrease, and for 

Continued on page 8 
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appraisers 


¢ Appraisals for correct 
insurance coverage and 
proof of loss 


e Depreciation studies 
e Property ledgers 


4413 RAVENSWOOD AVENUE + CHICAGO 40, ILLINOIS 
SERVICE —COAST TO COAST 
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standard premium of say $200,009 
or more annually the net insurance 
charge is virtually eliminated, and 
the risk is truly self-rating. In 
such cases the insured has benefit 
of specialized claim handling serv- 
ice, plus a degree of insurance 
under maximum and loss limita- 
tion factors. Yet in effect he pays 
only claims plus cost of handling. 

Audits and adjustments under 
Plan “D” are made as of six 
months and 18 months after policy 
expiration. Successive adjustments 
can be requested either by the in- 
suror or assured at subsequent 
yearly intervals. For example, the 
assured may believe that final set- 
tlement will be substantially less 
than reserves on a certain case, or 
there may be a subrogation recov- 
ery possibility involved. It should 
be kept in mind that the entire 
plan must be kept open. So the 
assured must carefully review all 


major open cases before requesting 
an extension. In general workmen's 
compensation cases are fairly ac- 
curately reserved by 18 months 
after expirations, but serious third- 
party liability cases may drag out 
for several years. The statute of 
limitations regarding suit filing 
varies by states with two years be- 
ing most common. It is not unusual 
for a liability case to be dormant 
for say eighteen months and then 
have a sizable suit filed so as to 
come within a statutory period of 
two years. In any event before ac- 
cepting final adjustment, the as- 
sured should be satisfied as to the 
reasonableness of reserve amounts. 
He should keep in mind that at 
this point a dollar in reserve is 
the same as a dollar paid from his 
cost standpoint. If the adjustment 
is, say, as of July 1, the assured 
should then carefully analyze re- 
serves and come to agreement with 
the insuror before adjustment is 
actually made. Don’t wait until, 
say, September or October when 
you actually get the adjustment 
and then question reserve amounts. 
Do this in advance. 





FROM ALL PARTS OF 


.. by car, by train, by plane, 1200 Washington 


Agency, and Group Agency are converging 
on Chicago to celebrate our 50th Anniversary. 
A wonderful program is planned for them... 
training sessions, sales clinics, and business 


meetings will set the tempo for these 


THE NATION... 


National sales leaders from District Agency, General 


men of accomplishment. We salute our Company leaders... 


with a warm WELCOME TO CHICAGO! 
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There is an interesting factor a ee ee oe, ee a 
of the plan yarticularly from the 
assured’s standpoint. If you divide 
your losses by earned retro pre- 
mium, you get what is equivalent 
to a loss divisor. Conversely, if you 
divide earned retro premium by 
losses, you get what is equivalent 
to a loss multiplier, or an overall 
cost of handling factor. You will 
observe from the formula that ba- 
sic premium is fixed, regardless of 
losses, while the loss conversicn 
factor applies the same cost amount 
to each claim dollar. The result is 
obvious. The overall cost of han- 
dling factor becomes smaller as the 
amount of claims increases. This 
results from the spreading of the 
fixed basic premium over the va- 
riable claim results possible under 
the plan. If a risk consistently runs 
under any reasonable minimum 
premium, then it is too good to 
benefit by retro rating (there are 
not enough loss dollars to absorb 
the basic cost). Then another plan, 
i.e., a prospective plan or perhaps 
self-insurance, should be consider- 
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For your convenience. . . 

; The reply card on page 87 of this issue can be used to obtain 
ed. However, such risks are ex- additional information about the items which are followed by 
tremely rare. @ numbers in both the Products and Services and the Contracts and 
Policies departments. 
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LEGEND OF GROWTH 
FROM COAST TO COAST 


ASSETS .. . $1,059,177,853  » INSURANCE IN FORCE... $5,241,276,317 


THE WESTERN and SOUTHERN LIFE INSURANCE COMPANY 


Home Office, Cincinnati, Ohio « A Mutual Company « William C. Safford, President 
REGIONAL OFFICES: 
Philadelphia, Pa. « Jacksonville, Fla. e Asheville, N. C. ¢ St. Louis, Mo. e Houston, Texas e Los Angeles, Calif. 
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It’s a woman’s world 


If you’re inclined to question the statement above, 
you are invited to visit the offices of Florence L. 
French, Realtor and Insuror, 326 Union Ave., 
Elizabeth, New Jersey. 


Miss French (above), the hard-working, go-getter 
who owns and operates the agency, started in 
business for herself, on a modest scale, more than 
30 years ago. Today, with the highly competent 
assistance of long-time colleagues, Miss Ocum- 
paugh and Miss Kraus (see right), Miss French’s 
agency is a solidly established, prosperous, going, 
growing organization . . . one in which Standard 
Accident proudly claims charter membership. 


“‘Standard Accident has been part of my Agency 
from the very moment I decided to go into the 
insurance business on my own,” Miss French 
states. ‘‘And for more than 30 years Standard has 
been my ‘Number One’ Company.” 


She goes on to say, “‘ While there are many excellent 

reasons why I enjoy my association with Standard, 

your greatest asset can be found in the cooperative 

and wholly reasonable attitude of everyone asso- 

ciated with your Company. I’m proud to represent 

such a Company.” . . . You will be, too. Want to 
- talk about it? 
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Miss Ocumpaugh Miss French Miss Kraus 


itl, SYMBOL OF SERVICE FOR 77 YEARS 


“33 STANDARD ACCIDENT 


frraest 


INSURANCE COMPANY 


640 TEMPLE AVENUE «+ DETROIT 32, MICHIGAN 
CASUALTY ¢ FIRE © MARINE e¢ FIDELITY ¢ SURETY 
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A company is known by the face it presents to the public. This advertisement is one of a series 
that appears regularly in national magazines...a series that identifies our company and its 
agents with the American way of life and all that it stands for. 
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He showed us how to play the game 


Ir you saw him you already know, and if you did not see him 

there is no way to tell you, just how it was, how the air changed and 
your heart leaped up, when the Babe picked up his long bat and came 
loping up to the plate. 


The way he looked—the blacksmith’s body on the ballet dancer's legs— 
you knew it was the Babe from the last row in the bleachers. 

The way he walked—something between a swagger and a shamble— 
the walk of a man who knew he was good, and was glad of it, 

but didn’t take it too seriously. 


What was it about the Babe? Why did we love him? Not just 
because he could hit a ball harder and farther and more often 
than any man who ever lived. There was more to it than that. 
We loved him because he'd had it so tough as a kid, and had made 
the grade anyway. We loved him because he always had 


as much time for the newsboy on the corner as for the 


big shot in the box ... and because he gave himself so freely to anybody 
who needed him—a sick kid in the hospital, a charity drive, a good 
cause of any kind. 


We loved him for the way he called everybody “Kid” if they were 

under forty, or “Doc” if they were over. And most of all we loved him 
because we were little and he was big, and yet he was like us, and we could 
hope to be—if we tried real hard—something like him. 


They say there'll never be another Babe Ruth, but they're wrong. 

In this kind of country, there'll always be men like the Babe. Men who can 
rise up high from way down low. Men who can solo brilliantly, 

and still play with and for the team. Men who swing hard at life, 

trying for a homer, but never forgetting the decent rules of the game. 

In a country where nearly everybody is willing to play ball with 

the next man, how can Babe Ruth ever die? 


hin Hancock 


MUTUALYJLIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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The SPECIAL 


APARTMENT HOUSE 
POLICY... conrerersve 


protection at a premium saving! Another superior 

ins yrance package meets a large market head-on with 
agents equipped to take full advantage of the 

. Broadened property coverage, liability and 

_ rental i income provisions plus the economy of insurance 

‘packaging add up to a mojor leg advance. 





Apartment House Test-Checks, 
invitations and production kit 
help you cultivate prospects and 
(if close sales. Contact the 
wt erio8 : field representative nearest you, 
sot Sg) or write Sales Department 110 
i ait Si William St., N. Y. 38, N. Y. 


costs 
go now 








- AND for the agent who has 
everything except economical, ef- 
cient financing facilities . . . The 
-non-signature EXTENDED 
Premium Payment Plan. 


_ UNITED STATES FIRE INSURANCE CO. 

THE NORTH RIVER INSURANCE CO. 

CRUM & FORSTER GROUP WESTCHESTER FIRE INSURANCE CO. 
of Insurance Companies THE WESTERN .ASSURANCE CO. 

THE BRITISH AMERICA ASSURANCE CO. 

SOUND, DEPENDABLE INSURANCE INTERNATIONAL INSURANCE CO. 


110 WILLIAM STREET, NEW YORK 38. 
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...and how to get to him 


He’s young. Married. Threekids. Good health.Steady entree to these families. An agent who’s already 
job, average pay. There are millions of him. He’s at home in their homes—and expected there. 

the big Middle Income life insurance market. It takes perhaps an agent who settles an auto claim 
But he’s a tough sale for most agents. They can’t for one out of three of them every year, and has 
get to him. Mostly, they can’t afford to. many a golden opportunity to bring up the 
Who can? What kind of agent does it take J STATE FARM J subject of life insurance. 

to handle this man’s business? Sam It takes just this kind of agent. And that 
It takes an agent who’s already well compen- means State Farm agents. They find it easy 
sated by selling auto and home insurance. | jwsurance | to call on the big life buyer. Regularly, they 
It takes an agent who already has a special ~ do. And they’re thriving on it, 


State Farm Life Insurance Company 
Home Office: Bloomington, Illinois 
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Producers Find Hidden 


Gold In 


“OCC-ACC” 


Practically Every Employed Person Is A Prospect 
For Continental’s Occupational Accident Policy 


Almost anyone you meet will recognize ‘‘Occ-Acc’”’ 
as a good buy. It costs only $10 per year and in 
case of on-the-job accidents pays $100 per month 
for as long as 12 months. 


Three Important Things 
It Does For Producers 


When you order a sandwich, get a haircut or 
buy aspirin, your prospects for ‘‘Occ-Acc’’ are 
right there. It takes only a couple of minutes 
to tell about this policy and these new clients 
may also be your customers for a great deal 
more than ‘“‘Occ-Acc.”’ 


An Add-On Sales Tool 


You can sell it to your present clients by mail, 
enclosing descriptive material with bills, receipts 
or information about other types of coverage; or 
use it by itself in an order-by-mail campaign. 
Promotional materials are available from Conti- 
nental Casualty. 


A Sales-Saver 


““Occ-Acc’”’ can help pay for your sales calls! 
When you have spent time and gasoline to 
present a policy that your client turns down— 
that’s a good time to present ‘‘Occ-Acc’”’ to him. 
This little $10 gold nugget is something he will 
buy and it will pay for your call. 


Occupational Accident is just one of a long line 
of easily salable Continental Casualty Policies. 
Watch for this page every month for news about 
other profit makers. 


CONTINENTAL CASUALTY COMPANY 
A Member of the Continental-National Group 
Continental Assurance Company 
National Fire of Hartford 
Transportation Insurance Company 
Transcontinental Insurance Company 
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For details on Continental's Occupational-Accident Insurance Policy, see your 
nearest Continental agent or branch representative—or fill out and mail 
the coupon. 


Continental Casualty Company 
Room 2802, 310 S. Michigan Ave., Chicago 4, Illinois 


C) Please send me full details on your Occupational Accident Policy. 


CL) | am interested in an agency or brokerage appointment. 


NAME 


ADDRESS 





the 
man to see 
in 
AUGUST 1961 
5... 


In 15 minutes he will tell you how you can earn extra rewards, extra 
recognition, extra income. Don’t miss the deudline. Call him today. 
Proven Symbols of Professional Service 


AETNA INSURANCE COMPANY e HARTFORD 15, CONNECTICUT 
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Underwriting Jets 


World-wide losses on jet air- 
liner hulls this year may reach 
$70 million—the total cost of all 
such losses to date in the two 
years the jets have been in oper- 
ation. This prediction was pre- 
sented recently to the Interna- 
tional Union of Aviation Insur- 
ers by Alan B. Hunter, principal 
surveyor for the British Avia- 
tion Insurance Company. 

There have been more than 41 
significant jet airliner accidents 
within the two years and 12 of 
the aircraft have been totally de- 
stroyed, Hunter said. 

R. H. Jennens, president of 
the International Union, report- 
ed that 500 jet airliners are now 
in commercial service and that 
200 more would be put into serv- 
ice during the next few months. 

Last year—the second of jet 
operations—brought the expect- 
ed peak of losses during the win- 
ter, but Jennens was confident 
that overall “the world picture 
may now be expected to reveal 
an improving trend.” 

The other speaker, Hunter, in- 
dicated that the improvement 
might not be as great as every- 
body would like it to be. At the 
present “wrecking rate” of one 
jet aircraft per 100,000 hours of 
flight time, the world eventually 
might average one crash every 
15 days when all aircraft on or- 
der have been delivered. He indi- 
cated that the rate would prob- 
ably improve to one crash every 
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150,000 hours. 

The best improvement Hunter 
would predict was that jet air- 
craft might have only one crash 
in 250,000 hours of flying time. 
He said this would still be far 
from the rate of one wreck in 
500,000 hours, achieved by pis- 
ton-engined aircraft for a few 
airlines. 

Hunter suggested that avia- 
tion underwriters should study 
flight time, rather than calendar 
time, for setting rates. When 
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policies are being renewed, air- 
lines would submit their forecast 
of jet flight time for 12 months 
ahead. Then an airline whose 
“wrecking rate’ remained at one 
per 100,000 hours or worse would 
deserve harsher treatment than 
an airline whose safety program 
had raised the rate above that. 
However, the world average re- 
sult must never be overlooked, 
Hunter insisted, if the principles 
of insurance are to be main- 
tained. @ (UTPS) 


INTERNATIONAL. NOTES 


(Bank of 
insurance 


SWEDEN. The Riksbank 
Sweden) has called on 
companies to increase their invest- 
ments in “preferential assets.” 
Such assets are defined as govern- 
ment bonds, cash, and loans granted 
in various forms to the General 
Mortgage Bank for housing pur- 
poses. Life companies must have 
at least 75 per cent of their annual 
asset increase in the “preferential” 
category. Property companies will 
have in it at least 50 per cent of 
their increase in assets. When it 
made this new recommendation, the 
Riksbank granted more liberal rules 
for fixing interest rates on non- 
preferential investments. 


NICARAGUA. Insurance and reinsur- 
ance contracts in foreign curren- 
cies must be registered with the 
Banco Central of Nicaragua. Also 
all foreign exchange earned from 


such contracts must be surrendered 
to that Bank or to an authorized 
commercial bank, reports Bank of 
London and Montreal, Ltd. 


INDIA. The Government has set 
aside $21,000 for a scheme of cow 
life insurance. The death of cows 
in India may bring both sorrow 
and hardship. They are considered 
sacred by the Hindus. Also they 
form the nucleus of village econ- 
omy. Under the new scheme, cows 
not younger than three years may 
be insured for life only for one 
year. The Government will pay the 
owner two-thirds of the agreed 
price of the cow (to cost at least 
$105) if she dies within one year. 
The premium will be 7.5 per cent 
of the promised benefit payment. 
This experimental scheme is being 
introduced only in four states — 
Andhra, Madras, Maharashtra and 
Punjab. —E. Guerin 
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Company News 


EMCASCO INSURANCE, subsidiary 
of Employers Mutual Casualty of 
Des Moines, has increased capital 
and surplus to $1,005,000. It has 
issued 17,000 shares of stock at 
$15 a share, all purchased by Em- 
ployers Mutual. 

STANDARD SECURITY of New York 
has increased to 567,000 shares its 
outstanding stock. Proceeds of the 
new issue totaled $1,863,000. Stock 
is divided into 150,000 shares of 
Class A and 417,000 shares of com- 
mon stock. 

STATE FARM INSURANCE has be- 
gun operations in Alaska and Ha- 
waii at headquarters established 
July 1. 


Directors of the newly organized American 
Pioneer Life are shown at the first board 
meeting in Orlando, Fla. Seated (I. to r.): 
H. R. Cloud, Robert Guthrie, George S. 
Bradshaw, Walter L. Hays, president of 
American Fire & Casualty; Allen Grazier, 
R. T. Anderson, Albert Roberts, Jr. A 
subsidiary of American F&C, life firm has 
authorized capital of $5 million. 


WASHINGTON NATIONAL, Evans- 
ton, Ill., stockholders have ap- 
proved an increase from $20 mil- 
lion to $25 million. Stock dividend 
of 25 per cent was paid August 15 
to stock of record July 31. Stock- 
holders also authorized issuance of 
an additional 125,000 shares for an 
incentive option plan for key em- 
ployees. 
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QUAKER CITY LIFE, Philadelphia, 
has acquired the industrial, life, 
and health business of Globe Assur- 
ance of Ohio. 


AUSTIN LIFE, Texas, has sold a 
substantial portion of its capital 
stock to David C. Bintliff, owner of 
Commercial National of Houston. 
A merger of Conico into Austin 
Life is contemplated. 


LIFE OFFICE MANAGEMENT ASSO- 
CIATION membership now includes 
407 companies. Ten additional life 
companies were admitted at a re- 
cent board meeting. 


State Admissions 


FINANCIAL INDEMNITY, Los An- 
geles, to Washington and Oregon. 

INDIANAPOLIS LIFE to Kansas. 
Operates in 20 states. 

OLD Equity LIFE, Evanston, IIl., 
to Arizona. 

STANDARD SECURITY of New York 
to Montana. Licensed in 18 states, 
with additional applications pend- 
ing. 

AMERICAN FOREIGN INSURANCE 
ASSOCIATION has opened a branch 
office in Marseille, France. Office 
will be supervised by the Associa- 
tion’s Paris control office. 


ALL AMERICAN LIFE & CASUALTY, 
Park Ridge, Ill., to Kansas. Li- 
censed in 40 states and the Dis- 
trict of Columbia. 


Dr. S. S. Huebner (I.), president emeritus 
of the American College of Life Under- 
writers, congratulates Arthur A. Alderfer, 
president of the Harleysville Insurance 
Companies, on the Pennsylvania firm's entry 
into life insurance. Operations began 
July 14 when Dr. Huebner addressed an 
all-day meeting for general and special 
agents. Initial operations are limited to 
Pennsylvania. 


INTER-STATE ASSURANCE, Des 
Moines, to Iowa, Colorado, Indiana, 
Minnesota, Nebraska, New Mexico, 
North Dakota, Ohio, Texas, Wyo- 
ming, California, and Utah for sale 
of life policies. Licensed for health 
insurance in 26 states. 

KENTUCKY CENTRAL LIFE AND 
ACCIDENT, Louisville, to Georgia 
and South Carolina. Operating in 
14 states. @ 


DIVIDENDS 


Amount 


Company per Share 


American Insurance 
American Universal 
Combined 
Fireman’s Fund 
Florida Home 
Hartford Fire 

Old Republic Life 
Southwestern Life 


Combined 


Record 
Payable Date 


September 1 August 7 
July 14 
August 25 
July 17 
June 30 
July 1 
August 1 
October 10 


June 19 
July 17 
September 29 


August_31 August 10 
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Continued 





State—by—State 


COLORADO. “Instant” life insurance 
has been made available from vend- 
ing machines in gasoline stations, 
drugstores and food stores in the 
Denver metropolitan area. World 
Land Corp. and its subsidiary, 
World Life Assurance Society, Ltd., 
pian to distribute the machines 
coast-to-coast. The policy-writing 
machines are placed on location by 
agents, and collections are made by 
agents. Licensed insurance agents 
will be appointed to service the ma- 
chines. No one can hold more than 
$2,000 of the insurance—or more 
than four policies — in any one 
week. A person age 15 pays a quar- 
ter for $785 of coverage. This di- 
minishes year by year, hitting $300 
at age 48 and $35 at age 75 and 
over. The four-policy limit means 
a person 48 can buy a maximum of 
only $1,200 in coverage for $1 and 
a person over 75, a limit of $140. 


CONNECTICUT. An industrial con- 
cern has set up the first pension 
plan in which part of its funds will 
be invested in common stocks by an 
insurance company. This is now 
possible under the Life Insurance 
Income Tax Act passed by Congress 
in 1959, which exempts pension re- 
serve investments by life companies 
from federal income tax. Stock 
market changes will not affect the 
pensions, which will be annuities 
with guaranteed amounts. 

Plax Corporation, maker of plas- 
tic squeeze bottles, is pioneering the 
plan with Connecticut General Life. 
A substantial portion of the funds 
contributed by Plax will be kept in 
a separate account and invested in 
equities. Subsequent payments by 

Continued on page 20 
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CAPITOL HEADLINES 


Congress seems to have made up its mind that underwriting 
income of mutual fire and casualty companies should be taxed. The 
tax-writing House Ways and Means Committee approved a plan 
to impose an “escalator” tax on underwriting income of mutuals 
which gross more than $300,000 a year. The complicated plan calls 
for a corporate tax on 10 per cent of a firm’s underwriting year. 
Each year after, another 10 per cent would be taxed. In five vears 
taxes would be assessed on a maximum of one-half of total under- 
writing income. Firms grossing less than $75,000 would pay 
no taxes. Firms grossing between $75,000 and $300,000 would pay 
taxes on investment income only. The plan will have to be okayed 
by both the full House and the Senate. Final action is not likely 
before next year. 


by Dave Heinly 


President Kennedy will string along with the Export-Import 
Bank to provide export credit guarantees to U. S. firms selling 
products abroad. Kennedy sent Congress an amended budget re- 
quest in which he jacked Exim’s budget from $2,750,000 to $3,010,- 
000 “to reflect the additional expenses required to undertake a 
comprehensive exporter credit guarantee program equivalent to 
the program now provided foreign exporters by many European 
countries.”’ Kennedy told Congress “the new program would insure 
against both political and commercial risks.” 


New national driver register went into operation July 1, with 
some 45 states already signed up to participate. The others were 
expected to go along when minor roadblocks were removed. Under 
the plan, states file with the U. S. Commerce Department names 
of drivers whose permits are revoked or permanently suspended 
for conviction of drunk driving or of a violation involving a traffic 
fatality. 


President Kennedy wasted no time signing into law a long list 
of social security revisions approved by Congress. The only im- 
portant change not approved was Kennedy’s controversial medical 
care program. Congress probably won’t act on this one until next 
year. Payroll taxes under the Social Security program will go up 
starting January 1, 1962. Employers and employees both will pay 
an added *s of one per cent in taxes. 


Securities Exchange Commission reports two officials of the 
National Union Life Insurance Company have pleaded guilty to 
charges of fraud in connection with stock transaction. SEC alleged 
the two, Murray L. Smith and Milton Linn, drew up and mailed 
a false stockholders meeting announcement in which it was noted 
the firm would issue 5,000 shares of common stock in exchange 


Continued on page 20 
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Continued from page 19 
Plax will depend on the value of 
the stocks in this separate account. 
Connecticut General does guaran- 
tee the employee contributions and 
some other parts of the payment 
against loss of principal and 
against decline in interest return. 
COLORADO. The state’s 24-year-old 
financial responsibility law has been 
declared unconstitutional in a 5-2 
decision of the state Supreme Court. 
The majority opinion, written by 
Justice O. Otto Moore, said the law 
permitted the State Revenue De- 
partment to deprive citizens of the 
use of public highways without due 
process of law. The test case, filed 
in 1959, involved an uninsured 
driver who ran into a horse. The 
driver failed to deposit security to 
satisfy minimum judgments for 
damage from the accident. There- 
fore the Revenue Director suspend- 
ed the driver’s license, and the high 
court has ordered it restored. 


Washington, D. C. Payment of the 
second dividend this year to G. I. 
insurance policyholders will be 
completed early in August. It 
gives $230 million to 4.8 million 
veterans. The regular 1961 divi- 
dend of $258 million was paid out 
in February and March. 


And in the Future 


September 17—Conference of the Interna- 
tional Union of Marine Insurance, Lisbon, 
Portugal. 

September 1!7-20—Annual meeting, Inter- 
national Claims Association, Greenbrier, 
White Sulphur Springs, West Va. 

September 20-22—Annual convention, Life 
Insurance Advertisers Association, Shera- 
ton-Dallas Hotel, Dallas, Texas. 

September 24-27—Annual convention, Na- 
tional Association of Insurance Agents, 
Dallas, Texas. 

September 24-29—Annual meeting and 
seminars, Society of CPCU, Sheraton 
Park Hotel, Washington, D. C. 


September 24-29—Annual meeting, NALU, 
Denver Hilton Hotel, Denver, Colo. 


September 25-27—Annual convention, 
LOMA, Shoreham Hotel, Washington, 
os. 
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September 27-29—Annual seminars, CPCU, 


October |-3—Conference on population 


Capitol Headlines, continued 


for guaranteed mortgages held by the F & S Discount Corporation. 
Another official of the firm, Thomas E. Skinner, was found guilty 
of violating the Mail Fraud Statute and Fraud By Wire Statute. 
Fines totaling $5,000 each were imposed on Skinner, Smith and 
Linn. 


National Association of Life Companies’ plea for a tax break 
for small life firms on their individual health business will prob- 
ably be ignored, if not by Congress, certainly by the Administra- 
tion. Treasury officials say that a tax deduction of 2 per cent of 
individual health premium volume would cost the government be- 
tween $3 and $4 million a year in revenue losses. A similar de- 
duction is now permitted on group health and is costing the gov- 
ernment an estimated $8 to $9 million a year in revenue “losses.” 
The Kennedy Administration, facing unprecedented federal ex- 
penditures in the next four years, isn’t likely to endorse new tax 
deductions. 


Federal Maritime Board put a revised war risk insurance pro- 
gram into effect June 8, when former binders expired. Optional 
disbursements insurance has been added to the program with 
payable claims limited to monetary losses on consumable stores, 
bunker fuel, etc., in event of total loss of ship. FMB spokesmen 
say the program has been updated to include changes in commer- 
cial forms of insurance. 


A blinker Jight system, designed to cut highway accidents, is 
now required on all interstate trucks and buses. New Interstate 
Commerce Commission rules require all vehicles subject to its 
safety regulations to flash all four turn signals simultaneously 
whenever they are forced to stop on a highway for ten minutes or 
less. 


Washington, D. C. Insurance Conference, Lima, Peru. 


trends, auspices Columbia Graduate 


October 23-29—The Eighth Hemispheric 


October 30-November I—Annual conven- 
tion, California Association of Insurance 


School and Institute of Life Insurance, 
Arden House, Harriman, N. Y. 

October 8-11—I4th Annual meeting of the 
Systems and Precedures Association, 
Cleveland, Ohio. 

October 9-10—Annual meeting, Confer- 
ence of Actuaries in Public Practice, 
Sheraton-Blackstone Hotel, Chicago. 

October 9-13—American Life Convention, 
annual meeting, Edgewater Beach Hotel, 
Chicago. 

October 16-20—National Safety Council, 
annual convention, Chicago. 

October 16-20—Annual meeting, American 
Society of Safety Engineers, Conrad 
Hilton Hotel, Chicago. 

October 18-20—Annual meeting, Institute 
= Home Office Underwriters, New Or- 
eons, 


Agents, Biltmore Hotel, Los Angeles. 

October 30-November I|—Health Insurance 
Association, Individual Insurance Forum, 
Biltmore Hotel, New York City. 

November 8-10—Annual meeting, LIAMA, 
Edgewater Beach Hotel, Chicago. 

November 13-15—Health Insurance Asso- 
ciation, Individual Insurance Forum, 
Sheraton Hotel, Philadelphia, Pa. 

November 13-15—Annual meeting, Society 
of Actuaries, Greenbrier, White Sulphur 
Springs, West Va. 

November 13-16—Annual meeting, Na- 
tional Association of Independent In- 
surers, Hotel Biltmore, Los Angeles, Calif. 

November 30—Annual meeting, Insurance 
Federation of New York, Hotel Astor, 
New York. 
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. SINCE 1852 


The Hanover Insurancs Company 
Massachusetts Bonding Department 
The Fulton Insurancé Company 
Massachusetts Bay Insuranc® Company 


EXPANDED OPERATIONS 


presenting the companies of The Hanover Insurances 
as of Ju 1961, the expanded facilities 
he merger of the Massachusetts 


Bonding and Insurancs Company ana The Hanover Insurance Com- 


pany 


The penefits of this consolidation will accrue to policy~- 


the 
cons 


in augmented claims facilities, enviable finan- 
rength and improved facilities for property, cas- 
fidelity, surety and accident and sickness coverages: 


ned organizations will enjoy 4 greatly 
position. In addition, intensi- 


es will make readily available to our agents 
diversity of skills and experience resulting from the 


olidation- 
‘ 


James L- Dorris 
president 


A. Lawrence peirsdg\ Jr 
Ch. of the Board 


HOME oFFICE 111 JOHN STREET NEW YORK, N.- Y. 


CHICAGO SAN FRANCISCO 


FOR FURTHER DETAILS.. 
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& MASS BONDING DEP’T. 

@ STATE, BRANCH AND GENERAL 
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MEMBERS AND PARTICIPANTS OF THE 


MARINE OFFICE OF AMERICA ° AMERICAN INTERNATIONAL UND. ASSN. 

AMERICAN MARINE INS. SYNDICATES - ASSOCIATED AVIATION UNDERWRITERS 

FACTORY INS. ASSN. - GENERAL COVER UNDERWRITERS ASSN. -: UNDERWRITERS 

GRAIN ASSN. - COTTON INS. ASSN. - NUCLEAR ENERGY LIABILITY INS. ASSOC. 

NUCLEAR ENERGY PROPERTY INS. ASSOC. - OIL INSURANCE ASSOCIATION 
UNDERWRITERS SERVICE ASSOCIATION 





























FIRE and ALLIED LINES - OCEAN and INLAND MARINE - AUTOMOBILE 
CASUALTY - ACCIDENT and SICKNESS - FIDELITY and SURETY 
AVIATION - WORKMEN'S COMPENSATION - BURGLARY and THEFT 





How much health 
did you buy today? 


Family likes and dislikes often dictate food 
purchases. If good nutrition were the de- 
ciding factor, our meals would surely pay 
off in less fatigue, more energy and in- 
creased resistance to certain illnesses. 

How can you provide good meals for 
good health? Usually all that’s necessary 
is to serve a wide variety of foods—meat, 
milk, vegetables, fruits, bread and cereals. 
However, three things need watching. 

1. At every meal serve a food rich in protein. 
Children need it for growth; adults for the 
body’s upkeep. The best sources are meat, 
fish, eggs, milk, cheese and ice cream. 
Pointers on protein: Less costly meats are 
as nourishing as higher priced cuts; some 
inexpensive foods—beans, peas, lentils and 
certain cereals—are also rich in protein. 

Everyone needs milk in some form for 
both protein and calcium. Three to four 
glasses daily for children and teenagers. 
Two glasses or its equivalent in other foods 
for adults. Dry skim milk is excellent for 
soups, custards and milk drinks. 

2. Serve a green or yellow vegetable every 
day. They supply some of the most essen- 
tial vitamins and minerals. 

3. Serve a vitamin C food every day. This 
vitamin can’t be stored in the body. Your 
supply must be replenished daily. Citrus 
fruits—fresh, frozen or canned—and to- 
mato juice, or fresh or canned tomatoes 
are good sources. 

Most of us could improve our eating 
habits—especially teenagers. Many teenage 
health problems—poor teeth, blemished 
complexions, fatigue and overweight— 
might be avoided with more basic foods 
and less sweet and fatty foods. 





Metropolitan Life THE LIGHT This advertisement is one of a continuing series 


sponsored by Metropolitan in the interest of our 
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A MUTUAL COMPANY NEVER FAILS = excess of 45,000,000 including Saturday Evening 

Post, Ladies’ Home Journal, Good Housekeeping, 

e 1901 = Redbook, Reader’s Digest, National Geographic, 
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PAN-AMERICAN LIFE 


MIMS, 


Fifty years of service to our fellow Americans brought to you 


by what we believe to be the most outstanding salesmen in the industry. Be 
your insurance needs individual or business, your friendly Pan-American 
7 t tee 


representative can serve you best. Call him with confidence, for the best in 
insurance and service. 





Pan-American Life Insurance Company 


Birmingham, Alabama 
Florence, Alabama 
Gadsden, Alabama 
Mobile, Alabama 
Tuscaloosa, Alabama 
Phoenix, Arizona 
Blytheville, Arkansas 
Little Rock, Arkansas 
Marvell, Arkansas 
Denver, Colorado 

Ft. Lauderdale, Florida 
Jacksonville, Florida 
Lakeland, Florida 
Leesburg, Florida 
Miami, Florida 
Miami Shores, Florida 
Orlando, Florida 
Pensacola, Florida 
Tallahassee, Florida 
Tampa, Florida 

West Palm Beach, Florida 
Atlanta, Georgia 
Augusta, Georgia 
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NEW ORLEANS, U.S.A. @ 


A MUTUAL COMPANY 


Offices in the Following Cities to Serve You 
UNITED STATES 


Columbus, Georgia 
Waycross, Georgia 
Chicago, Illinois 
Washington, Illinois 
Fort Wayne, Indiana 
Indianapolis, Indiana 
Muncie, Indiana 
Kansas City, Kansas 
Manhattan, Kansas 
Wichita, Kansas 
Hopkinsville, Kentucky 
Lexington, Kentucky 
Louisville, Kentucky 
Alexandria, Louisiana 
Baton Rouge, Louisiana 
Lafayette, Louisiana 
Lake Charles, Louisiana 
Monroe, Louisiana 
Natchitoches, Louisiana 
New Orleans, Louisiana 
Shreveport, Louisiana 
Annapolis, Maryland 
Silver Spring, Maryland 


Jackson, Mississippi 
Clayton (St. Louis), Missouri 
Kansas City, Missouri 
Newark, New Jersey 
Trenton, New Jersey 
Raleigh, North Carolina 
Athens, Ohio 

Canton, Ohio 

Cincinnati, Ohio 
Cleveland, Ohio 
Columbus, Ohio 

Lima, Ohio 

Newark, Ohio 

Toledo, Ohio 

Zanesville, Ohio 

Oklahoma City, Oklahoma 
Tulsa, Oklahoma 

Indiana, Pennsylvania 
Johnstown, Pennsylvaniz 
Meadville, Pennsylvania 
Philadelphia, Pennsylvania 
Pittsburgh, Pennsylvania 
Florence, South Carolina 


Ridgeland, South Carolina 
Chattanooga, Tennessee 
Memphis, Tennessee 
Nashville, Tennessee 
Abilene, Texas 
Amarillo, Texas 

Austin, Texas 
Beaumont, Texas 
Corpus Christi, Texas 
Dallas, Texas 

El Paso, Texas 

Fort Worth, Texas 
Houston, Texas 
Lubbock, Texas 

Odessa, Texas 

San Antonio, Texas 
Shiner, Texas 

Tyler, Texas 

Wichita Falls, Texas 
Norfolk, Virginia 
Elkins, West Virginia 
Nitro, West Virginia 
Parkersburg, West Virginia 


LATIN AMERICA 


Bogota, Colombia 
Barranquilla, 

Colombia 
Bucaramanga, 

Colombia 
Cali, Colombia 
Ibagué, Colombia 
Manizales, Colombia 
Medellin, Colombia 
Guayaquil, Ecuador 
Quito, Ecuador 
San Salvador, 

El! Salvador 
Guatemala City, 

Guatemala 
Tegucigalpa, Honduras 
Managua, Nicaragua 
Panama, 

Rep. de Panama 
Santurce, Puerto Rico 
Ciudad Trujillo, 

Rep. Dominicana 
Caracas, Venezuela 
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Multiple Line Faciities Can Help Multiply Premiums 


@ The multiple line facilities of CU/NB GROUP 
can save you time and effort. Extensive under- 
writing facilities and comprehensive services, 
readily available, speed up taking care of clients’ 
needs and enable you to provide, more easily, 
the coverages they require... Fire and Allied 
Lines, Casualty, Bonds, Automobile, Boiler 
and Machinery, Aviation, Inland Marine, 
Ocean Marine, Accident and Health. 


go 


Boiler and 


\ 
Machinery | 


TTY 


Aviation 


ao 


Inland Marine 


Casualty 


Automobile 


Hi One of the world’s largest insurance groups, 
with assets approaching $900 million, CU/NB 
GROUP can back you up in many ways. Ask our 
Fieldman to show you how you can benefit from 
our expanded facilities and services. Also re- 
quest that he obtain for you, from the Advertis- 
ing Department, sales-promotion material that 
can give you an additional boost in MULTIPLY- 
ING PREMIUMS. 


A MULTIPLE LINE GROUP 


COMMERCIAL UNION ASSURANCE COMPANY LTD. 


NORTH BRITISH & MERCANTILE INSURANCE COMPANY LTD. 


AMERICAN CENTRAL INSURANCE COMPANY ¢ THE CALIFORNIA INSURANCE COMPANY 
CENTRAL SURETY AND INSURANCE CORPORATION * COLUMBIA CASUALTY COMPANY 
COMMERCIAL UNION INSURANCE COMPANY OF NEW YORK * THE COMMONWEALTH INSURANCE COMPANY OF NEW YORK 
THE MERCANTILE INSURANCE COMPANY OF AMERICA ¢ THE OCEAN ACCIDENT AND GUARANTEE CORPORATION, LTD. 
THE OCEAN MARINE INSURANCE COMPANY LTD. ¢ THE PALATINE INSURANCE COMPANY LTD. 
THE PENNSYLVANIA INSURANCE COMPANY « UNION ASSURANCE SOCIETY LTD. 


HEAD OFFICE: ONE PARK AVENUE, NEW YORK 16, NEW YORK 
ATLANTA ¢ PHILADELPHIA ¢ DETROIT * CHICAGO *« KANSAS CITY « SAN FRANCISCO 
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Offices of THE AMERICAN 


“Being in 31 places at once helped me 


wrap up an *18,000-plus premium 


199 


by a Milwaukee insurance agent 


“One day I received a call from a large manufac- 
turer asking me to submit a competitive quotation 
and form for a transportation floater. But when he 
told me that he needed it in a few days, my jaw 
dropped. I knew the far-flung nature of his opera- 
tions made this deadline all but impossible. 


“Then I remembered that Len Ashack, Marine 
Manager for The American, had asked me for a 
‘toughie’ . . . just to prove to me what his company 
could do. I phoned Len and explained my dilemma. 
He wired The American’s branch offices located from 
coast to coast, 31 in all, and collected all the perti- 
nent underwriting information along with a maze of 
fire authorizations and rates. Meanwhile, he pre- 
pared and approved a form of policy right in his 
own office. 


“In just a few days, I had the rate and form in 
the prospect’s hands. Not only was I the first one in 
with the quotation . . . I was the only one that made 


the deadline! After a few days, notice came that I 
had been awarded the transportation floater with a 
premium of over $18,000. That’s when I realized how 
much it helps to be in 31 different places at once... 
with The American!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business...MORE 


BUSINESS FOR YOU. a 


NEWARK 1, NEW JERSEY 
The American Insurance Company ¢ American Automobile 
Insurance Company « Associated Indemnity Corporation 


ACCIDENT & HEALTH * AUTOMOBILE * BONDS + BURGLARY © FIRE & ALLIED LINES * GENERAL LIABILITY 


GLASS ° INLAND & OCEAN MARINE ° 
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MULTIPLE PERIL ° 


WORKMEN'S COMPENSATION 
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*34% increase in paid-for ordinary production 
in 1960 over 1959 ... and to top this, a remark- 
able 26% increase so far in 1961 over 1960. 


NOW, PICK UP YOUR PEN AND WRITE US A LETTER ! 





We'll even start it out for you: “Mr. Murray Longworth, President, United of Omaha, Omaha, Nebraska. 
Dear Mr. Longworth: I understand your company has unusual career opportunities for successful life insur- 


ance men...opportunities seldom offered by a major life insurance company like yours. I’m interested. Tell me 
more. And for your information, here is personal data about me and a resume of my experience—”. Just finish 
this letter in 250 words or less. Invest in a 4:cent stamp. Drop it in the nearest mail box. You'll be glad you did. 


UNITED BENEFIT LIFE INSURANCE COMPANY, OMAHA, NEBRASKA 
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Looking for better solutions 
to small-group pension problems? 


Better check Nationwide’s new RETIREMENT SECURITY PLAN (RSP)®, especially designed for 
corporations with 3-to-24 employees. No trust agreements—no individual policies—no product 
development. Nationwide prepares cost estimates and proposals based on brief, simple facts. 

RSP® will pay up to $96,000 cash or $670 monthly to key stockholder-employees. Rates and 
benefits guaranteed for life; death benefit before and after retirement with early disability, 
too. 20% graded commission. And Nationwide handles all details of installation and admin- 
istration, provides booklet-certificates to participants—to save you time and expense. There’s 
nothing else like it anywhere today! 

Ask your nearest Nationwide Group office for descriptive brochure or write Group Pension 
Sales, Department S, Nationwide Insurance, 246 North High Street, Columbus 16, Ohio. 


Find out, too, about Nationwide’s new approach to profit-sharing plans and their 
revised guaranteed interest and purchase rates for Deposit Administration. 


r Wat FR A) = the company that created SECURANCE 


Nationwide Mutual Insurance Company/Nationwide Life Insurance Company 
home office: Columbus, Ohio 
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SALES POWERED BY 


PLANNED| LE¥ING 


BY STATE MUTUAL\OF AMERICA 


NON-CAN HEALTH INSURANCE 
ISSUE LIMITS LIBERALIZED 


For added sales appeal, here are further liberalizations in our 
individual Non-Can Health Insurance policies: 


» 10-Year and Disability to 65 policies, issue limits up from 
$400 to $500/mo. 


Maximum participation all companies from $900 to $1,000/ 
month (must include $200/mo. short term disability income). 


Non medical maximums on 1, 2, 5 yr. disability income policies 
up from $250 to $300/mo. (applicants for 5-year policies over 
age 50 need exam). 


For additional details on State Mutual’s liberal health plans — 
part of our unique Planned Living Sales Approach — see your 
nearest State Mutual office. Or, write us here in Worcester, 
Massachusetts. 


oM, ) STATE MUTUAL 
C7 OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 


Founded 1844 © Over $3 billion of Life Insurance in force @ \FE # NON-CANCELLABLE HEALTH INSURANCE e GROUP 
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Your insured doesn’t have to 
sign the new, streamlined 

' THICO Agreement Form. 
Now you can sign for him... 
THICO will send your insured 
an Acceptance Notice. _ 


No more advancing first 
payments to THICO for your 
insured. His first payment 

is made directly to you. 

You receive promptly from 
THICO a Credit Certificate 
for the premiums, less first 
and matured payments, 

if any. 
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the best insurance money 
can_buy is easier than 
ever for_you to sell! 


Your-commercial- and personal prospects can have 
More prompt acceptance oj all the insurance protection they need—across 
Agreement means better the board — and. pay all.their.insurance under a 
; : : ~~¢continuous plan by-a’single periodic payment: 
faster service to your insured. “)" “ALL HOME lines may be written under this low-cost, 
SiiltemealtaGiemiten easy-to-budget time. payment.plan..Just have. your 
j prospects say the way to pay... monthly, quarterly, 
greater elaeyele reece for you. or annually... then show how low payments will 
Easier to sell! be—and watch your. prospects. become your-insureds! 


THICO takes the bite-out-of agency overhead for 
you, too. It ‘attracts*more’ and better accounts >. : 
takes over your collection and bookkeeping chores 
right after the first payment. Places you as well as 
your insured on a moré current basis with the 
company and your renewals are protected. 


Ask your HOME Fieldman now for all the facts on 
THICO,.the greatest ‘‘sell.up”’ sales.tool in the 
property protection field today. 


Property Protection.since1853 


59 Maiden Lane} New York 8,N. Y 
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BEHIND THE 
NYLIC AGENT... 


Sales-supporting 
advertising is 
another reason why... 


A dynamic 
advertising program 

to support 
his personal selling! 


Aimed at an audience of prime insurance prospects, hard-hitting 
advertisements back up the personal selling efforts of every Nylic Agent. 


Eye-catching campaigns advertising New York Life’s modern policies 
designed for financial security are seen by millions who regularly read 
leading national magazines, newspapers, Sunday magazine sections 

and farm publications. Other campaigns appearing in business magazines 
tell executives about New York Life’s modern Group Insurance and 
Employee Protection Plans. And New York Life’s public-service “‘Career”’ 
articles (more than 40 in number) draw thousands of inquiries a 

month from readers interested in helping their children plan their futures. 


The result is not only increased Company prestige but a tremendous 
nation-wide audience ready to hear more about New York Life’s complete line 
of products from the Nylic Agent in the Community. 


New York Life 


THE NEW YORK LIFE AGENT Insurance wylie Company 
IN YOUR COMMUNITY gp>ge 
1S A GOOD MAN TO KNOW 51 Madison Avenue, New York 10, N.Y. 


A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance « Group Insurance « Annuities 
Accident & Sickness Insurance « Pension Plans 
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“Dad, do the big ones always get away?” 


Dad knows that you can’t always land the 
big ones. But when it comes to comp and 
liability coverages, he knows that with Bitu- 
minous he has the best chance. With its 
flexible and open-minded appraisal of each 
risk and its specially tailored utilization of 
modern rating plans, Bituminous puts him 
in a real competitive position. Aided by fair, 
fast claims service and the accident reduction 
program of Bituminous’ engineering staff, Dad 
will catch his share — and more — of the big 


ones! You can, too! See the branch manager 
nearest you soon. 








BRANCH OFFICES AND 
SUPERVISORY GEN'L AGENTS: 


Atlanta, Ga.; Belleville, Ill.; Birmingham, Ala.; 
Charlotte, N. C.; Chicago, Ill.; Coral Gables, Fla.; 
Dallas, Tex.; Detroit, Mich.; Indianapolis, Ind.; 
Kansas City, Mo.; Louisville, Ky.; Milwaukee, Wis.; 
Minneapolis, Minn.; Nashville, Tenn.; Néw Orleans, 
La.; Omaha, Neb.; Philadelphia, Pa.; Pittsburgh, Pa.; 
Richmond, Va.; Rock Island, Ill., and St. Louis, Mo. 








Specialists in Workmen's Compensation 


Bifuminous 


BITUMINOUS FIRE AND MARINE 
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ROCK ISLAND, ILLINOIS 





We're 


on the job 
almost before 


you 
hang up 

the 
phone! 


Our more than 50 offices are staffed with men who are not only quick, but 
experienced, knowledgeable and fully-trained, too. And best of all, they’re 
ready to help you with all your insurance problems. Our speedy service and 
fast claims settlement are just two reasons why we say: We write 27 different 
kinds of insurance, but we have only one policy —satisfaction! Please try us. 


AMERICAN SURETY COMPANY / PACIFIC NATIONAL FIRE INSURANCE CO. ; @& ‘ 


Administrative Offices: 100 Broadway, New York 5, New York 
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EXTREMELY LOW-NET-COST 
PERMANENT INSURANCE FOR 
HIGH-PAID EXECUTIVES 


National Life’s outstanding Ordinary Life Policy 
is now available for high-paid executive talent. 
Supplements National’s flexible, economical 
ABC-YRT pension plan. 


\i T 
PE N SION). GUARANTEED ISSUE TERM 


2 FOR RANK-AND-FILE EMPLOYEES 


I LAS ati! Ten or more lives qualify, in most cases, for 


guaranteed issue of National’s low-premium, 
Yearly Renewable Term Insurance. 


NOW... 
" THIS IS THE NEW 
FOR THE FIRST TIME... ECONO-EXECUTIVE PROCEDURE 


A PENSION PLAN It’s so simple it can be explained in 


two sentences... 


CAN CO MBINE 1. National’s Ordinary Life Policy is now available, 


in pension and deferred profit-sharing plans, for 


TH ESE TWO the portion of the pre-retirement death benefit in 


excess of the guaranteed issue limit, whenever 


IM PO RTANT such excess is $20,000 or more. 


2. Increases qualify when such increases in ex- 


A DVA N TAG ES: cess of death benefit aggregate $10,000 or more. 


CAN YOU* USE THE ECONO-EXECUTIVE PLAN? 
SEE YOUR NATIONAL LIFE GENERAL AGENT! 


National Lilie 


Insurance Company 
MONTPELIER 
*If you are a full-time agent of 
another life company, we solicit Vy E BNION a 
only surplus and special business 
not acceptable to your company. Founded in 1850 - A Mutual Company - Owned by its Policyholders 


August 1961 35 
























































WS) 















































































































































on 
CY) 














































































































; 
































































































































Hartford Major Medical Plan gives Hartford agents and brokers 


another strong sales builder 


Now from the Hartford Life Insurance Company and the Hartford Accident and Indemnity 
Company comes exciting, new, much-in-demand protection—a Major Medical Expense Policy 


that's GUARANTEED RENEWABLE, 


You can now provide family-wide protection against the disasters of major illnesses and inju- 
ries. This new policy guarantees renewability to age 65 at the insured’s sole option . . . pro- 
vides cash benefits up to $10,000 for each covered illness or injury ... affords world-wide 
coverage ... and offers four plans to assure the right protection for each client. 


A complete promotion kit is available to help Hartford Agents let their communities know 
about this vitally important new Hartford Insurance. The kit includes descriptive literature. 
posters, broadsides, mailing pieces, proposal forms, and convenient charts of annual rates. 
Hartford GUARANTEED RENEWABLE Major Medical Insurance is one more reason why 
you ll do well year in and year out with policies bearing the famous Hartford Stag. 


HARTFORD FIRE INSURANCE COMPANY * HARTFORD ACCIDENT AND INDEMNITY COMPANY * HARTFORD LIFE 
INSURANCE COMPANY ° HARTFORD LIVE STOCK INSURANCE COMPANY CITIZENS INSURANCE COMPANY 
OF NEW JERSEY * NEW YORK UNDERWRITERS INSURANCE COMPANY * TWIN CITY FIRE INSURANCE COMPANY 
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THE HARTFORD 


INSURANCE GROUP 


Hartford 15, Connecticut 
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NATI 


e Write Today For 
Detailed Information 
About Attractive 
Territories Now 


Available! 


Our large scale expansion pro- 
gram is creating attractive ter- 
ritory openings currently avail- 
able. Write us for complete in- 
formation. All correspondence 
in confidence. 
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NAL RESERVE LIFE INSURANCE COMPANY 


\4 
any we 


* 


1) 
Ne 
vue 


A Mile-Post In Progress, 
That Offers You A Real 


OPPORTUNITY... 
To Make Money! 


This year we will occupy our new Topeka Office Build- 
ing—which will in turn assure splendid facilities for 
service and the utmost in effective Home Office Co- 
operation. If you are ready for General Agent capacity, 
National Reserve Life can help you start a lifetime 
profitable career. 


Tested Specialized Merchandise featuring a highly 
effective investment type program, in addition to both 
Participating and Non-Participating Plans. Top Com- 
missions—Fully Paid Conventions {for both man and 
wife )—plus many other benefits can be yours. Now is 
the time to join the parade of progress with one of the 
Midwest’s most rapidly growing companies. 


Enduring As Rushmore 


H. O. CHAPMAN 


President 


S. H. WITMER 
Chairman of the Board 





little clients grow 


Clients started young with Provident Mutual’s juvenile Estate Builder—and the 


Guaranteed Purchase Option—shoot up fast! For this attractive combination 
has the built-in potential for future sales. 


The Estate Builder contract for children to age 14 automatically increases to five 
times its face amount on the policy anniversary nearest age 21— at no increase 
in cost. With the Guaranteed Purchase Option attached, your young client has the 
privilege of buying more life insurance at six specified dates—without further 
proof of insurability. What's more, the GPO applies during a period of his life 

when he is doing heavy insurance planning—after his 25th birthday 


It will be worth your while to get more information now about this growth situ- 
ation for you and your client. You'll both reap dividends for years to come. 


F 4 Par ‘ 
If you are a full-time representative for another company, we solicit only your surplus business. 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY OF PHILADELPHIA 
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Special Endorsement Section: 


Guardian of Economic Freedom 
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Twin Cities: Hub of the Upper Midwest 
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IMEVRARCR MARKETING 
= AND MANAGEMENT 


On the following pages, leaders from Minneapolis and St. Paul, Min- 


nesota, tell THE SPECTATOR’S readers what insurance has meant to 


them in this land of ancient Indian tales and modern economic progress. 


NDIAN lore is part of the past for the Twin Cities. 

The pretty twins pictured at right are more indica- 
tive of the modern spirit of Minneapolis-St. Paul. Now 
the talk in the Twin cities touches on major league 
baseball and football, symphony orchestras and the 
legitimate theatre, new office buildings and harbor 
developments, and the busy business we always find 
around the capitol of a state. 

But the Noble Redskin will always be there in Long- 
fellow’s “land of the sky blue water.”’ In St. Paul this 
past is on display in a spectacular statue in City Hall. 
An Indian God of Peace hovers above the figures 
around a council fire. In Minneapolis, Minnehaha 
Falls—commemorated in Longfellow’s poem—is the 
central attraction in Minnehaha Park, one of the 
city’s 153 park areas. This is—or rather was—the 
country of the “Song of Hiawatha.” 

New highways, railways, airways and the broad 
waters of the Mississippi make the Twin Cities the 
hub of this old but expanding country—the land of 
the Upper Midwest. Minneapolis-St. Paul has grown 
rapidly as the insurance center for this “land,” which 
covers roughly the states of Minnesota, North and 
South Dakota, and much of Wisconsin and Iowa. More 
than 60 insurance organizations list Minneapolis or 

Continued on page 40 
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Minnesota Governor, “Twin 


City” Citizens Cite the 


“Feeling of Assurance” 


ELMER L. ANDERSEN 


Governor of Minnesota 


The feeling of assurance which 
comes from knowing that one is ade- 
quately covered by a sound insur- 
ance program can be a real comfort 
in times of trouble. 

In addition, the financial inde- 
pendence provided by proper insur- 
ance is an important stabilizing fac- 
tor to the entire economic structure. 
There is no question but that the 
American ideals of self-sufficiency 
and independent financial security 
are made possible to a large extent 
through the services provided by in- 
surance companies throughout the 
country. 


KARL F. ROLVAAG 


Lieut. Governor, State of Minnesota 


There can be no doubt that the 
basic foundation of family protec- 


tion against loss of the breadwin- 
ner’s income either through death, 
retirement or disability is life and 
disability insurance. The whole- 
hearted acceptance of insurance— 
especially life and health insurance 
—by Americans as their chief 
means of providing for family se- 
curity through individual sacrifice 
and foresight is a tribute to the 
vitality and sound thinking of the 
insurance industry. 

The way in which these individ- 
ually built insurance programs 
have been interwoven with federal 
and state programs such as Social 
Security and disability legislation 
is evidence of the broad base of in- 
dependence Americans can provide 
for themselves through proper co- 
operation of government, individ- 
ual citizens and private industry. 


FELTON COLWELL 


President, The Colwell Press, Inc., 
and President, Printing Industry of 
Twin Cities, Inc., Minneapolis, Minn. 
Our insurance mechanism is a 
basic part of the economy of this 
country. It provides a protection 
to the status of individuals and or- 





MINNEAPOLIS. Minnehaha Falls has become a tourist attrac- 
tion because of its place in the “Song of Hiawatha.” But it also 
attracts many local visitors to the 144-acre Minnehaha Park. 
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Hub of Upper Northwest 


Continued from page 39 


St. Paul as their home office address. The Twin Cities 
are also headquarters for a federal reserve bank dis- 
trict. “By the 1950’s,” write one analyst, “the rest of 
the nation was in debt to the Upper Midwest Region, 
on balance, and the Twin Cities served as the main 
channel through which the savings of the region 
flowed to borrowers elsewhere.” 

“Flow” is the right word to apply to the Twin City 
history. It was early in the 1800’s that the settlement 
here began to serve as the river port for shipping furs 
south on the Mississippi River. Then the Great Plains 
of the Upper Northwest were settled and began to 
ship grain from the piers at Minneapolis and St. Paul. 

Today tugboats push fleets of barges with bulk com- 
modities up and down the river between St. Louis and 
the Twins—a five-day journey. Of course rail and 
highway transportation has centered in these cities, 
too, and become important at the expense of river 
traffic. Nevertheless, river travel has been staging a 
comeback. The tonnage shipped on the river is rising 
each year. In fact a new set of locks are being built 
at Minneapolis to open 4.6 more miles of river front 
to the barges. And a nine-foot channel is to be dredged 
for 14 miles up the Minnesota River, which joins the 
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ganizations; it effects a method of 
building assets for safety and se- 
curity; it causes an accumulation 


of resources readily available for 
growth in industry, private hous- 
ing, and even makes development, 
like Minneapolis Lower Loop, pos- 
sible and practical. 

The Twin Cities are proud of 
their many fine home office insur- 
ance firms. 


WILLIAM D. CLAPP 


President, Clapp-Thomssen Co. 

St. Paul, Minn. 

The social and economic impact 
the insurance industry has on the 
nation and St. Paul, Minn., in par- 


ticular cannot be adequately ex- 
plained in a short statement. Over 
15 insurance firms are headquar- 
tered here, and their influence is 
felt world-wide. As a member of 
long standing in this vital indus- 
try, I want to add my support to 
all of its worthwhile activities. 

The insurance industry in this 
community and all other areas is a 
most important example of our 
nation’s free enterprise system. As 
a leader in the local chamber of 
commerce, I have had the opportu- 
nity, many times, to reflect on the 
economic inter-relationship of in- 
surance to the other economic 
forces in the community. Millions 
of salary dollars are paid yearly to 
some 5,000 employees. Factories, 
stores, homes and other property 
are restored through the payments 
of claims. Nearly $50 million are 
invested in Minnesota each year 

. busy dollars building schools, 
municipal facilities, airports, homes 
and other capital improvements. In- 
dustry also gets a share of these 
investment dollars, thus, new jobs 
are created. 

The social implications of the in- 


dustry are also important. Insur- 
ance protection gives a community 
a real feeling of security against 
the unexpected, freeing the ener- 
gies of its people to make plans 
to move ahead to greater growth 
and prosperity. In Minnesota we 
are blessed with a people of high 
intelligence, skill and loyalty. It is 
no accident, therefore, this area is 
becoming one of the most impor- 
tant insurance centers in the na- 
tion. Here is an important reason 
why all Minnesotans can look for- 
ward to new opportunities. 
Continued on page 42 





Mississippi here. The future for river transportation 
is improving in the area of the Twins. 

But then the future for most other industries and 
services is improving here too. The area continues to 
be one of the nation’s most important centers for the 
milling of wheat. Meat packing and beverage manu- 





facturing (brewing) have grown to maintain the 
Twin Cities’ position in food processing. Metals and 
machinery manufacturing are expanding here. New 
industries such as electronics and chemicals have been 
developing rapidly. Because of its geographical posi- 
tion, Minneapolis-St. Paul is strong as a wholesaling 
center, distributing goods to all parts of the Upper 
Midwest. 

In transportation—in addition to its reviving river 
travel—the Twin City area headquarters four major 
railroads, seven airlines and over 100 trucking com- 
panies. 

All of this build-up in business has bubbled over 
into the field of sports. Major league baseball moved 
into the area this year as the former Washington 
Senators shifted to Minneapolis-St. Paul and renamed 
themselves the Minnesota Twins. This brought a burst 
of baseball fever to the cities in the Spring, which may 
be matched this Fall by football fever when their ma- 
jor league professional football team, the Vikings, 
start their season. “Major league” is the appropriate 
title for business as well as for sports in the Twin 
City area. 

















ST. PAUL. This 44-foot statue depicts the "Indian God of Peace” 
arising out of a council fire surrounded by five smaller figures, 


Continued on page 42 +, symbolize the hope of peace from understanding. 
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Twin Cities 


Continued from page 41 


ROBERT S. MACFARLANE 


President, Northern Pacific Railway 
St. Paul, Minn. 


It is a common reaction in most 
of us, I suppose, when asked about 
insurance, to think almost imme- 
diately of family and loved ones, 
of the home or the family automo- 
bile. We think of insurance as a 
personal thing, something, for ex- 
ample, which provides’ security 
against a personal loss, such as 
from death or fire. 


This is good, of course. We fre- 
quently require stirring of our ba- 
sic emotions to encourage us to do 
what is necessary for our welfare. 
But I think it is well to remember 
that, in buying insurance, we are 
really buying a share in the secur- 
ity of our nation, assuring the free- 
dom of its institutions by provid- 
ing some of the means by which 
they are protected and defended. 
Indeed, we are securing to our- 
selves the very right to buy that 
insurance. 

There probably are few customs, 
whether political or cultural, reli- 
gious or financial, which are shared 
by so many people in this country. 
This thought should be sufficient in 
itself to help us recognize that own- 
ership of insurance is a symbol of 
our way of life. 


CHARLES H. BELL 


President, General Mills, Inc., Min- 

neapolis, Minn. 

That the insurance industry 
plays an essential role in our per- 
sonal and business lives today is 
attested by the phenomenal growth 


of the insurance business and its 
great importance in the national 
economy. In point of fact, the well- 
ordered life is insured in some 
fashion or other through every mo- 
ment of the day and night and 
from the cradle to the grave. The 
canopy of insurance extends over 


our business affairs, our moving 
about, our earthly possessions. 
The head of a family is expected 
to provide food, shelter, clothing, 
medical care, and education for his 
family. When things go wrong, in- 
surance becomes all these things. 
Whether insurance is viewed, 
from the business standpoint, as a 
measure to spread risks, or from 





MINNEAPOLIS. This view from the Mississippi River displays across most of the 
foreground the 35-acre tract which has begun an 8-year rebuilding program as the 
Gateway Center project, one of the nation's largest urban redevelopment plans. 


42 


Hub of Upper Northwest 


Continued from page 41 


In art, music and drama, Minne- 
sota’s joint metropolis has been 
“big league” for some time. The 
Minneapolis Symphony Orchestra 
is well established as a musical or- 
ganization under Stanislaw Skro- 
waczewski. 

But it is in the drama that there 
is real news along these banks of 
the Mississippi. Sir Tyrone Guth- 
rie, called the “world’s leading di- 
rector of the English speaking 
stage,” has selected Minneapolis- 
St. Paul as the place for his new 
venture in repertory theatre. With 
a new theatre being built for him, 
Guthrie will present here in 1962 
a 20-week repertory season that 
will rank the Twin Cities with New 
York, Chicago and San Francisco 
as a center for the legitimate thea- 
tre. 

To match the spirit of growth 
which pervades this hub of the Up- 
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the personal standpoint as a vol- 
untary grouping together to share 
one another’s burdens, the fact re- 
mains that insurance undergirds 
our modern existence. 


H. P. BUETOW 


President, Minnesota Mining & Mfg. 
Corp., St. Paul, Minn. 


The role of insurance in provid- 
ing a means of risk sharing for 
business and industry and finan- 
cial continuity for the family and 
individual is well understood within 
our country. I believe it equally 
important to point out that the in- 


surance industry is a fine example 
of how a necessary financial serv- 
ice is provided in a nation of free 
people. The insurance industry has 
been a staunch supporter of the 
free enterprise system of our coun- 
try, and it has constantly demon- 
strated how private industry can 
contribute effectively to the fulfill- 
ment of the basic human need for 
security. It is important to our 
well being that this industry grow 
and prosper. 


P. B. WISHART 

President, Minneapolis - Honeywell 

Regulator Co., Minneapolis, Minn. 

Insurance, in all of its varied 
forms, is an integral part of our 
business and personal lives. Its ad- 
vantages are, of course, many. For 
an industrial company such as ours, 
one of the most important, it seems 
to me, is the peace of mind that 
soundly-conceived coverage pro- 
vides for our employees. Apart 


from personal considerations, this 
peace of mind can be translated 
into tangible benefits for our com- 


pany in terms of quality work, both 
in the factory and office. 

Our major medical plan gives our 
people protection on a group basis. 
They thus have assurance that, if 
sickness or accident keeps them 
from their jobs, their coverage 
will help guard against financial 
hardship. Moreover, group life in- 
surance gives protection to the 
families of our employees on a scale 

Continued on page 44 





per Midwest is a downtown devel- 
opment which sets several national] 
records. The Gateway Center proj- 
ect in Minneapolis is re-building 40 
per cent of the city’s present down- 
town section. More than $65 mil- 
lion in private funds and $16 mil- 
lion of public funds will be spent on 
construction in a 35-acre tract. A 
$10 million hotel and a $22 million 
residential apartment set of build- 
ings will be included. A central 
spot in the development is reserved 
for a new $7 million home office for 
the Northwestern National Life In- 
surance Company. An $8 million 
public library was completed in the 
Gateway project this January. In 
all, the reconstructed and fully land- 
scaped Gateway Center will be fin- 
ished in eight years. 

But with all the superlatives 
earned by the Twin City area, its 
growth as a financial and insurance 
center has been cited as one of its 
“most significant events.” With five 

Continued on page 44 
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ST. PAUL. The downtown section of the city climbs from the City Hall (in the left 


foreground) up to the state capitol in the background. Here 3200 people are employed 
in insurance home offices, in addition to 1400 agents serving the city. 





Twin Cities 


Continued from page 43 


they might not be able to afford if 
they had to buy it outside our com- 
pany. 

If they were asked, Honeywell’s 
thousands of employees would, I 
am sure, join me in a salute to 
group insurance. 


PHILIP H. NASON 


President, First National 
Saint Paul 


Bank of 


America’s free enterprise system 
puts a premium on venturing. The 
key to prosperity is knowing 
which risks to assume and which 
to avoid. Insurance performs the 
function of reducing unwanted 
risks. It, therefore, takes its place 
alongside daring and ingenuity as 
essential ingredients in any suc- 
cessful work. Unfortunately, its 
virtue is not universally recognized. 
For this reason, the insurance in- 
dustry carries the double burden of 
education and underwriting. We 
are lucky that it does both so well. 


JOHN H. DANIELS 

President, Archer - Daniels - Midland 

Company, Minneapolis, Minn. 

All endeavor involves risk, but 
the prudent man, whether the head 
of a family or the manager of a 
business reduces those risks to a 
minimum, 

For that reason I am a firm be- 
liever in the benefits of life and 
property insurance. Insurance is a 
guarantee of economic protection 
for the family and provides funds 


for the children’s education. It es- 
tablishes a financial reserve which 
can be drawn upon in times of 
stress through the cash value and 
loan provisions of life insurance. 
Nor can business and industry 
afford to be without insurance on 
their physical assets. Lacking such 
protection, they could be completely 
destroyed by a single disaster. 


REVEL D. HARMON 


President, Webb Publishing Co. and 

President, St. Paul Area Chamber of 

Commerce 

It was a stimulating experience 
to preside at the Insurance Recog- 





ow 
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MINNEAPOLIS. The Upper Harbor project, to be completed in 1963, includes new, 
larger locks, shown here under construction. They will open almost five more miles of 


the river to barge traffic and to industries which need low cost shipping of bulk 
materials. 
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Hub of Upper Northwest 


Continued from page 43 


and a half dozen insurance company 
headquarters, Minneapolis-St. Paul 
ranks seventh nationally as an in- 
surance center, close behind such 
traditional hubs as Hartford and 
Newark. 

In premium volume, several Twin 
City companies appear among the 
leaders in several states as shown 
in THE SPECTATOR’S November 
1960 issue. St. Paul Fire and Ma- 
rine, for instance, ranks first in fire 
premiums for both Minnesota and 
South Dakota and first for Home- 
owners premiums in Minnesota. 
American Hardware Mutual is 
among the first five companies in 
fire and homeowners premiums in 
North Dakota and among the home- 
owners leaders in South Dakota. 
Also the Group Health Mutual, St. 
Paul, appears among the leaders in 
group health premiums for both 
North Dakota and Minnesota. 

But the significance of insurance 
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nition Day luncheon here in St. 
Paul. There were over 150 people 
in attendance—most of them from 
the home offices of the dozen in- 


surance companies who headquar- 
ter here as well as from the agen- 
cies representing companies from 
all over the country. 

This turnout made me realize 
once again the importance of in- 
surance to this community and to 
the nation. Not only does insur- 
ance represent a sizeable part of 
our total payroll, but it protects 
the payrolls of all other segments 
of our economy. 

It seemed to me that our com- 


pany had every conceivable type of 
insurance coverage from fire and 
liability to group life, accident, and 
health, to business interruption, 
surety bonds, and water damage. 
The list is longer, but I thought 
we had them all until we started 
to build a new plant a month ago. 
Now we have added a performance 
bond just in case our contractor 
fails to meet his commitments. 

I am convinced that no busi- 
ness should take insurance for 
granted until it has professional 
advice that the company coverage 
is adequate and tailored to its 
needs. 


GORDON MURRAY 

President, First National Bank of 

Minneapolis 

Few people have the opportuni- 
ties that are available to a banker 
to have personal knowledge of the 
importance of all types of insur- 
ance to the economic and social life 
of our country. In our dealings 
with our customers, both large and 
small, we see the protection pro- 
vided by an adequate insurance 


program and, occasionally, the trag- 
edy resulting from an inadequate 
insurance program when catas- 
trophe strikes either property or 
life. 

Our loaning officers continually 
review the adequacy of our bor- 
rowers’ insurance programs and 
our trust officers emphasize to our 
clients the importance of their life 
insurance agent in their estate 
planning. The life insurance indus- 
try is one of the large and impor- 
tant industries in our country to- 
day and has made a most signifi- 
cant contribution to our well be- 
ing and success.@ 





for the Twin Cities can be meas- 
ured in more than money. Three 
hundred business and civic leaders 
in St. Paul recently made a special 
effort to honor the insurance firms 
headquartered there. On May 22, 
the 3,200 employees of 15 St. Paul 
insurance home offices donned 
“IRD” buttons — for “Insurance 
Recognition Day.” Special displays 
and newspaper, TV and radio pub- 
licity appeared. Then on Recogni- 
tion Day itself—May 25—the city’s 
leaders gathered at luncheon to pay 
special tribute to the importance of 
all types of insurance to their com- 
munity. 

So THE SPECTATOR in this En- 
dorsement section wants to give 
special recognition to all of the 
Twin City area. The insurance 
leaders there have grown with the 
area’s development as the hub of 
the Upper Midwest. They have con- 
tributed not only financing but also 
guidance to the progress of Min- 
neapolis and St. Paul. They built 
wisely to bring sound protection on 
both life and property values for 
their policyholders locally and na- 
tionally. @ 
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the new construction has started bordering the capitol plaza. 


_\h 


ST. PAUL. More than 200 acres have been cleared around the state capitol. 


Now 
The first legislature 


of the Territory of Minnesota met in St. Paul in 1849, and it has been the territory and 


state capitol ever since. 
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GROW WITH CLU 


The CLU movement is growing ...and those who hold the 
designation are growing, too. 


For Example: 


@ Last year 813 received CLU designations, an 
18% increase over the previous year. 
@ A total of 442 study classes met in 211 cities 


RE during the 1959-60 academic year. 
In June 1960, 6773 candidates took 8,499 
examinations at 186 university centers. 
CLUs are highly successful income-wise, with a 
median annual income of nearly $20,000. 








CLUs produce about 50% more business than 
comparable non-CLUs. 

The American College of Life Underwriters 
this year completed Huebner Hall, its new 
headquarters (shown above) at Bryn Mawr, 
Pennsylvania. 


























CLU study can increase the life underwriter’s comprehension 
of the economic, social and technical aspects of life insurance 
...his convictions about the product he is selling... his 
confidence in his approach to prospective clients. 

If you have not started your CLU studies, talk with your 
general agent or manager, or write to Dean Herbert C. 
Graebner, American College of Life Underwriters, Bryn Mawr 
Avenue, Bryn Mawr, Pennsylvania. 


Connecticut /V\utual |Life 


INSURANCE COMPANY ¢ HARTFORD 
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Mr. President Endorses Insurance 


With special permission 
from the White House 
Tue Spectator quotes 

the President 


on insurance 


It is a pleasure to greet the 
members of the insurance world 
through these pages. 

In our system of free enterprise, 
insurance holds a place of special 
importance. This is a segment of 
American industry with which a 
high percentage of our citizens are 
associated. In a very real sense 
insurance sets standards of per- 
formance and responsibility for all 
American business. Surely Amer- 
icans derive their image of busi- 
ness most often from the relations 
which they establish with insur- 
ance agents. The varied services 
performed by American insurance 
can do much to carry forward our 
traditions of freedom. 


August 196L 


President of the United States 





Lyndon B. Johnson 
Vice President 


| am always more impressed by peo- 


ple who aim to help themselves than 


| am by people who rely on others for 
heip. And, | am glad to add, from the 
way in which life insurance sales have 
risen in recent years, it is certain that 
Americans are basicaliy dedicated to 
the principle of helping themselves. 

|! can think of no better means for 
a man to help himself than to under- 
take the purchase of life insurance. It 
is frugal. It represents saving today 
for tomorrow. It is good sense. 

Furthermore, | think it is a healthy 
sign that more and more people are 
insuring themselves. It reflects their 
confidence in America and the Amer- 
ican way of doing things. It indicates 
that even men with the most modest 
incomes can provide for their families, 
because far-sighted companies have 
provided plans for all. 

These are encouraging facts. Rising 
interest in life insurance is good for 
America—and Americans. 
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A I am now, and I always have 
been, a believer in life insurance. I 
have tried to carry out that belief 
in practice. Besides Government 
War Risk Insurance, which I ob- 
tained in the First World War, I 
have policies in several old-line 
companies. 

Even a poor man can build up an 
estate with life insurance. When 
he does create such an estate, he 
can feel real satisfaction in know- 
ing that his family is protected if 


@q Life insurance increases the 
stability of the business world, 
raises its moral tone and puts a 
premium upon those habits of thrift 
and saving which are so essential 
to the welfare of the people as a 
body. 


Mewseve&e 
President, 1901-1909 


Phaertore 


A There is no argument against 
the taking of life insurance. It is 
established that the protection of 
one’s family, or those near to him, 
is the one thing most to be desired, 
and there is no medium of protec- 
tion that is better than life insur- 
ance. Our government has given 
close attention to the insurance 
companies, and they are on so sure 
a foundation that it is in sub- 
stance a guaranty method of our 
people. 


anything heppens. fo 
( 
awe 


President, 1945-1952 
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President, 1923-1929 


A If a man does not provide for 
his children, if he does not provide 
for all those dependent upon him, 
and if he has not that vision of 
conditions to come, and that care 
for the days that have not yet 
dawned, which we sum up in the 
whole idea of thrift and saving, 
then he has not opened his eyes to 
any adequate conception of human 
life. We are in this world to pro- 
vide not only for ourselves, but for 
others, and that is the basis of 


economy. 
Jd Milon- 


President, 1913-1921 
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q Get a policy, and then hold on 
to it. It means self-respect. It 


means that nobody will have to put 
something in a hat for you or your 
dependent ones if you should be 
snatched away from them. 


President, 1885-1889, 1893-1897 


A Insurance offers men and wom- 
en an opportunity to pool the 
financial effects of chance misfor- 
tunes, and is also a good medium 
for saving and investment. The 
wide distribution of insurance in 
this country is an invaluable factor 
in our daily life and is, I believe, 
one of the finest results of our na- 
tional development. 


yas 


President, 1929-1933 
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A man in office, without means, 
must abandon the hope of making 
the future of his family luxuri- 
ously comfortable. All a man can 
do under existing circumstances to 
safeguard his family is to get his 
life insured. 


Ye NW Aef~ 


President, 1909-1913 


A Perhaps I shall best express my 
opinion of the value of life insur- 
ance when I tell you that I took out 
my first policy as a youth of nine- 
teen. I have found policies a pretty 
heavy burden upon my resources at 
times, especially in my _ earlier 
years, but I have always found 
them to be very comforting posses- 
sions and, if I had my life to live 
over again, I would seek to take 
more rather than less. 


Cllr 


President, 1921-1923 


A The advantages of life insur- 
ance, manifest every day in every 
community, cannot be discounted. 
This form of insurance is part of 
our modern life. To carry adequate 
life insurance is a moral obligation 
incumbent upon the great majority 
of citizens. 


hee tf Mlereialie?™ 


President, 1933-1945 
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Mr. Ex-President 


One of the clearest evidences of the faith of our people in the free institutions 
and the future of America is the fact that many millions of our citizens own life 
insurance policies. Their ownership of life insurance is more than a great multi- 
billion dollar bulwark of family protection. It is also a kind of thrift which pro- 
vides productive capital. This capital, invested in farms, factories, homes, trans- 
portation, utilities and other resources, helps to give this nation the economic 
power needed to buttress freedom in the world. 


PM oaen hs.n 


President, 1953-1961 


by 





Editorially Speaking 


Note: The following editorial, describing a life in- 
surance contract as the deed to a piece of property, 
first appeared in a Texas newspaper in 1956. It has 
been a favorite with life underwriters for many years. 


“IS LIFE INSURANCE A GOOD 
INVESTMENT?” 


By Hurley A. Fausett 
From the Odessa (Texas) American, April 22, 1956 


HE life insurance policy that you have tucked 

away somewhere is your deed to a piece of prop- 
erty. Just how valuable, as an investment, is that 
property? The answer to this question is offered 
in the form of the following imaginary advertise- 
ment, which merely describes a typical contract, on 
the terms at which it is offered every day of the 
year to any man who is insurable and who happens 
to be thirty years of age: 


FOR SALE 
A Wonderful Property—Easy Terms 


This piece of property has a guaranteed value of 
$10,000. We are authorized to offer it to you ona 
down payment of about 3% per cent (or about $350). 
The instalments may be paid once a year, at the 
same rate. After the first two payments have been 
made, we will credit you with a part of these instal- 
ment payments on the principal, even though the 
payments represent less than the interest alone 
that would be charged you on any other purchase 
of income property. 

We will also agree that when these credits are 
made to your account on principal, they will estab- 
lish for you a guaranteed equity. Should you want 


0 


to abandon your investment plan after two years, 
we will guarantee that this equity will be yours 
and can be taken out in cash, or in the form of 
a prorata portion of the original piece of property. 

Further we will agree that when you have made 
twenty annual payments, equal to 65 per cent or 
70 per cent of the value of this property, we will 
give you a deed to the property—to 100 per cent 
of the property !—and it will then be yours free of 
all encumbrance. 

We guarantee also that this piece of property will 
be worth the amount named in the original con- 
tract, $10,000, on the date you are 65; and we agree 
to pay you that amount for your property, in cash 
if you want it. 

We further guarantee that, if you do not want to 
sell the property to us at that time, but wish to have 
it furnish an income, we will administer it for you, 
we will guarantee the income and will guarantee 
unconditionally to conserve the principal without 
loss of value, and dispose of it.as you may direct. 

But most of all: We will agree that in event of 
your death at any time, even though you may have 
made only the first instalment payment, we will de- 
liver the property to your family, free of encum- 
brance, paid for in full, worth $10,000 then and 
there, with all subsequent instalment payments can- 
celled. 

* * *% 

If the most reputable real estate dealer in your 
own town ran such an advertisement, people would 
line up outside his door before his office opened the 
next morning awaiting a chance to buy. If the big- 
gest bank in town ran such an advertisement, its 
lobby would be thronged with buyers. 

The real estate agencies and the banks of your 
community cannot offer such property on such terms 
—but your life underwriter can. 

That is what he is selling every day. @ 
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A 40-year Endorsement 


UST now I arrived home from the funeral of 
J a friend of years standing. Her life was a 
long one, and until her husband died, a happy 
one. From then on, it was a retiring but worry- 
less one. When I was in my teens, she and her 
husband were a gay twosome at every local party 
and dance. Their home was the center of the 
funloving young people in the town. 

They were much in love and without a seem- 
ing care in the world. Not well to do, working 
in a factory office at a modest salary, Jim had 
no money for investments or bank accounts. 
Theirs was a spend-as-you-go program. When 
Jim died forty years and more ago from a sudden 
illness, he was even then a youngish man. Neigh- 
bors who knew the carefree couple were worried 
about Ann and her financial future. They owned 
only a mortgaged home. 

A friend of theirs soon dispelled the fears 
about Ann and the years ahead. In fact he 
changed the thinking of the entire community. 
This intimate of Jim’s was a life insurance agent. 
Through the agent’s guidance Jim had bought 
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an insurance policy to cover the mortgage on his 
house. But above all, the agent had persuaded 
Jim to sacrifice beyond this. Jim, aware of his 
own lighthearted approach to life and his wife’s 
utter confidence in him, listened to his agent’s 
advice. He bought a monthly income policy for 
Ann which allowed her to live in comfort all 
her days. 

Almost a half century has passed since Jim’s 
death. Through this young man’s acceptance of 
the burden of a few years’ annual life insurance 
premiums, he left a legacy of which any man 
could be proud. My memories include first a pic- 
ture of a happy couple, in love, enjoying each 
other and their common pleasures. The other 
is of a lady growing old, who until her death at 
85 last week endured a long widowhood because 
the one she loved as a girl and as a young wife 
had cared too, and had provided her an income 
throughout her life. 

A life insurance policy is able to ease the finan- 
cial burdens of men and women in enumerable 
ways. Its most worthy contribution, however, is 
the protection from financial distress it gives to 
the widow and the orphan. @ 
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New Governor Calls 


Insurance “Mai nstay” 


JOHN ANTHONY VOLPE 
Governor of Massachusetts 


(Note: Governor Volpe paid this tribute to insur- 
ance in a speech before a meeting of the General 
Agents and Life Managers Association of Boston.) 


DON’T care how long a rung on the ladder of 

business progress you started on, it couldn’t have 
been any lower than mine. I was the oldest son of 
parents who migrated to this country from Italy. I 
managed to get through high school and then I went 
to work on construction jobs and carried a union card 
as a journeyman plasterer. Like so many other Amer- 
icans I experienced my full share of unemployment 
during the depression years of the early thirties. 

“In March, 1933, just ten days after the bank holi- 
day, I went into business for myself on the cash values 
of a $300 insurance policy, plus $200 in borrowed 
money, and started my own construction firm. 

“The insurance business is a great business and 
here in Massachusetts, has achieved the full bloom 
of its greatness. Life insurance has often spelled op- 
portunity for business men and men trying to get 
into business. Its cash values have been used countless 
times for business purposes. It could be referred to 
as one of the mainstays of business in general.” 
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John Anthony Volpe was one of only three 
Republicans voted into a Governor’s seat in the 1960 
national elections. This was the first try for elective 
public office made by the wealthy contractor from 
Malden, Mass. 

Governor Volpe was born in Wakefield, Mass., in 
1911. Following graduation from high school, he at- 
tended the Wentworth Institute where he studied 
architectural construction. As mentioned in his state- 
ment here, the future governor established his own 
construction business in 1933. He closed the firm in 
1943 to enter the Civil Engineer Corps of the Navy 
and was discharged as a lieutenant commander. 

In 1953 Governor Herter appointed him Massachu- 
setts Commissioner of Public Works and in that same 
year, President Eisenhower named him the first 
Federal Highway Administrator. He has also served 
as president of the Greater Boston Chamber of Com- 
merce and in other civic capacities. 

When elected governor, he resigned from the presi- 
dency of the Associated General Contractors of 
America. In 1959 his former company erected a $13 
million shopping center at Peabody, Massachusetts. @ 
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Other Governors Agree... 


ROBERT B. MEYNER 


Governor of New Jersey 


With more than one billion dol- 
lars paid annually in insurance 
premiums in New Jersey, and with 
many insurance companies domi- 
ciled in our State and hundreds of 
out-of-state companies authorized 
to do business in New Jersey, it is 
plain that the insurance industry 
makes a major contribution to our 
economy. 

Protection of life and property 
and the sharing of risk provided 
through safe, sound and progres- 
sive policies are essential to the 
conduct of business on a stable 
basis. Insurance also affords se- 
curity to families through life and 
health policies. 

I am pleased to commend the in- 
surance industry for the fine job it 
has done over the years. 


WILLIAM F. QUINN 


Governor of Hawaii 

The many forms of insurance are 
some of the most perfect documents 
conceived by man. 

While a man lives, he is pro- 
tected against catastrophic losses 
of income, property, and savings. 
Protected this way, and given 
enough time, a man can provide for 
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his family, and educate his chil- 
dren. If death takes that time 
from him, insurance takes over to 
complete his hopes and dreams, in 
effect making it possible for him to 
live on, until his responsibility to 
his loved ones is fulfilled. Through 
insurance, he can look beyond the 
present, and shield his family 
against hunger, homelessness, and 
degrading poverty. 


NELSON A. ROCKEFELLER 

Governor of New York 

As the largest industry — in 
terms of assets—of our State and 
of the nation, insurance has a vital 
responsibility in the preservation 
and progress of our free mode of 
life and in the conduct of our busi- 
ness affairs. 

It is the safeguard and mainstay 
of the economic future of all of us, 
from every individual to the largest 
commercial or industrial enterprise. 

The availability of adequate in- 
surance protection at reasonable 
costs to all citizens of our State 
against the economic hardships and 


burdens which may befall them is 
properly among the primary con- 
cerns of the government of New 
York State. The continued progress 
of the companies and organizations 
providing insurance is, therefore, a 
social goal of the first importance. 


J. HOWARD EDMONDSON 


Governor of Oklahoma 

I have long considered the honor 
and privilege of participating in an 
insurance program to be one of the 


great facets of the American Way 
of life. It is an investment made 
today in tomorrow; an investment 
for our familes and an assurance 
of our deepest sincere interest in 
their futures. It is a part of the 
American scene which we must 
cherish and protect. 


EDMUND G. BROWN 


Governor of California 


Insurance is an enterprise con- 
ducted on faith, on a promise to 
perform—a promise which is ful- 
filled innumerable times daily. It is 
a vast enterprise, involving billions 
of dollars and every phase of our 
economic life. 

Insurance is vitally important to 
all of us, and whether directly or in- 
directly, it affects the lives, habits 
and future of everyone. Through 
insurance, America has protected 
its investments in its people, its in- 
stitutions, its structures, and its 
way of life. 


WILLIAM A. EGAN 

Governor of Alaska 

Since time began, one of man- 
kind’s basic driving instincts has 
been to protect himself, his family, 
and his loved ones from physical 
and economic adversity. This desire 
is no less evident today, but its ful- 
fillment—at least in its economic 
sense—has been simplified by the 
development of the modern insur- 
ance system. 

Insurance, representing as it does 
the common sharing of individual 
risk, is one of the finest examples 
of the strength of a unified people. 
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Protection—in Poverty or Prosperity 


The millionaire gives his reasons for owning life insurance. And the clerk 


in his office describes his needs, too.—By T. J. V. Cullen, editor-in-chief 


N this issue of THE SPECTATOR, men of affluence and 
I influence state the case for the protection and peace 
of mind which insurance provides. In so doing these 
Americans join a patriotic number who down the years 
have brought the force of good example to thousands 
of their fellow citizens. 

These endorsers span a wide range in their personal 
backgrounds. Some are mature, well established na- 
tional leaders; others are bright, up-and-coming 
youngsters. Each of them testifies to the flexibility of 
insurance by explaining how it provides full protection 
in his or her own situation. Three examples, partly 
from THE SPECTATOR’S files, can demonstrate both the 
wide range and the flexibility of this protection. 

In 1888, John Wanamaker, the first millionaire pol- 
icyholder in an interview with THE SPECTATOR, gave 
his reasons for owning such a large policy. A man of 
wealth today could be guided by them. Mr. Wanamaker 
said: 

“First, I am in the prime of life. I am in perfect 
condition physically. I am active in business. I know 
that as years roll on my body is liable to give way. 
Later on when I might desire insurance, I could not 
get it. Therefore, while prosperous and while in this 
superabundant condition of health, I take time by the 
forelock and in the day of prosperity prepare for the 
day of trial, whether it be mental, physical, or financial. 

“Second: A very careful study of the tables of life 
insurance convinced me long ago that in what are 
known as the ‘old line’ companies, sagaciously con- 
ducted, there is no possibility, no existing chance of 
failure. Therefore, I have put my money very largely 
into life insurance. 


Protect Estate, Help Others 


“Third: In my way I take great pleasure in helping 
the poor and needy. We are on this earth for a pur- 
pose and my purpose, I believe, is to do good. By in- 
vesting in life insurance for the benefit of my estate, 
payable either in my later years or at my death, I am 
enabled to do my good as I go along. By this plan I am 
enabled both to protect my estate and also help my 
fellowmen.”’ 

The wisdom of financial independence through life 
insurance has been attested in their own words and 
from their own experiences by a dozen Presidents of 
the United States. State Governors, United States 
Senators, cabinet members and plain citizens in every 
walk of life have shown well written policies in well 
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directed companies have brought the satisfaction of 
knowing that they and their families possess a strong 
line of defense against financial reverse. 

Life insurance has served and serves the families 
of the wealthy and the humble. It serves the young 
and the aged; men and women from the North and 
West and the East and South. Indeed there is only 
one requirement needed for its possession. Every 
owner of a life insurance contract must be a citizen 
of a free state. 

In this era of young families and an exploding 
population the financial safeguards of life insurance 
are vital to the young father. The stories of men who 
came to success and eminence through ownership of 
life insurance are many. The stories of families 
which lived comfortably on the proceeds of a life 
insurance policy long years after the death of the 
breadwinner are countless. 

Frank Gannett of the famous newspaper chain of 
that name began life as a poor boy. When he was a 
young man a life insurance policy was the security 
he gave for a loan to buy his first business. As his 
business and personal responsibilities increased so 
did his life insurance. Mr. Gannett never lost faith in 
the value of life insurance. When he was a man of 
great means, he was one of the largest insured. 

Now let us look at the life story of a man still young 
who, twenty-four years ago, at nineteen, bought a 
life insurance policy. This young man was a native 
of one of the Twin Cities of Minnesota. It is told in 
his own words: 

“Twenty-three years ago, when I was only nine- 
teen,” began an officer of a large concern, “my father 
died. A painter by trade, he had never been able to 
get much ahead, hence mother, my twelve-year-old 
sister and I were left to make our own way. Father 
had not been insured when he was a young man, and 
in later years he had twice been rejected. Therefore 
he left no insurance. 

“I was just out of high school and never had done 
a day’s work nor earned a dollar. But the situation 
had been suddenly changed. As has happened to many 
another boy, the burden of supporting the family fell 
on me. Let me relate briefly some of the events that 
followed. 

“This one anxiety I was unable to dismiss from my 
mind: Now that father is gone, what would mother 
do if anything should happen to me? Naturally, this 
could suggest but one thing, life insurance. I imme- 
diately went to the home of the agent who lived 
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next-door to us and had my life insured for twenty- 
five hundred dollars in mother’s favor. This off my 
mind, I then went to the largest concern in the city 
and made application for a position. I was taken to 
the president of the company, who made it a rule 
to meet personally and talk with every applicant for 
a position. His inquiries drew from me pretty much 
everything concerning our circumstances, including 
father’s recent death and my having taken out a pol- 
icy of life insurance for mother. The outcome of it 
was he put me at work in the office. My wages, though 
small, together with the little I earned by taking 
magazine subscriptions, and a few dollars mother was 
able to earn at sewing, proved ample for our modest 
needs. 

“The beginning of my third year with the company 
found me a clerk in the president’s office. My salary 
had been increased from time to time until it was 
then double what it was in the beginning. I had in 
the meantime increased my life insurance from twenty- 
five hundred to five thousand. 

“One morning a clever-appearing young man of 
about twenty-five was shown into the office. He was 
looking for a position. In the course of the president’s 
usual inquiries concerning an applicant it was brought 
out that some two years previous the father, an im- 
porter, had disappeared mysteriously from a foreign 
port. Nothing had been seen or heard of him since. 
Thereafter, the mother, who had two little girls also, 
supported the family by keeping boarders. 

““Do you carry any life insurance?’ the president 
finally asked. 

““Oh, no, sir, I have no use for life insurance,’ the 
young man replied very confidently. 

“Although we were in need of more office help at the 
time, he was not given employment; why, I was un- 
able to understand. 

“That same afternoon when we happened to be 
alone in the office, the president called to me saying, 
‘Bill, step over here a moment will you?’ 

“T went over and stood by his desk. Laying down 
his pen he looked up at me seriously and began: 

“*You were present this morning when that young 
man was here looking for a position, were you not, 
and overheard the conversation, particularly what he 
had to say about life insurance?’ 

“ *Ves, sir,’ I replied. 

“ ‘Well,’ he continued, ‘of course, it is none of my 
business whether he has any “use for life insurance’ 
or not, but experience has taught me that an em- 
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ployer must be always on his guard to detect any 
weakness in character on the part of the young men 
he employs and who become a part of the business. 
It might be unfair to censure this young man for not 
having a policy at this particular time, but consid- 
ering the circumstances, his attitude toward life in- 
surance is inexcusable. His failure to appreciate or 
to see the point to life insurance at this time is proof 
to me that he is lacking; and what is lacking in the 
boy will be lacking in the man. For this reason an 
emplover must fill even the minor positions with young 
men of the right material so that later on they will 
be competent to fill big positions and run the busi- 
ness. We have no difficulty in securing fifty-dollar-a- 
week men. In fact, we are overrun with such appli- 
‘ants, as you know, but ten and twenty-thousand- 
dollar-a-year men are hard to find. Every big concern 
is looking for them.’ 


Expression of Principle 


“Bill,” he continued, ‘you have been with us for 
two years and I now want you to know that your vol- 
untarily taking out that policy of life insurance for 
your mother impressed me and was the means of se- 
curing you a position. A young man who has to make 
his own way in the world can offer an employer no 
better recommendation than a policy of insurance on 
his own life. It is an expression of principle. It signi- 
fies forethought, concern and reflects qualities that 
are indispensable to success. Besides, life insurance 
is not only the safest and best place for a young man 
to put his money, but it is also the very first invest- 
ment that he should make. No other form of invest- 
ment will furnish him with so many incentives to 
save or will make saving so easy. 

“*Now, one thing more, and this I want to empha- 
size: The young man who has no concern for a natural 
obligation; who makes no provision for the expense 
of his own sickness or burial; who is willing that 
this should be met by his parents or others who may 
themselves be in need, is not made of the kind of 
material for whom big business concerns with good 
positions to offer or bankers with money to lend are 
looking. That is all.’ 

“It was hard for me to believe that life insurance 
could mean so much to a young man. Yet here was 
the proof in my own case. Had it not already been 
my best friend? And as we shall see, it was getting 

Continued on page 67 
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Senators See This “Reassuring Value” 


THOMAS J. DODD 


U. S. Senator, Connecticut 


Within the borders of the State 
that I am privileged to represent 
in the United States Senate are 
the home offices of more than sixty- 
one large insurance companies. 
Many of my good friends have de- 
voted their entire lives to the 
insurance business and to_ its 
growth. 

We are proud that so many of 
this nation’s leading insurance 
companies have made their head- 
quarters in Connecticut. And we 
are grateful for their contributions 
and the contributions of their many 
employes to the welfare of our 
nation and of our state. 

If I were to ask one of my 
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For THE SPECTATOR, these U.S. Senators from many different states 


recount their own personal experiences with insurance, praising it as 


“the wisdom of thrift,” an “essential foundation,” and as “security for 


the American family.” 


friends in the insurance business 
why so many of our citizens invest 
millions of dollars each year in 
one type or another of insurance, 
I feel reasonably sure the answers 
would be “protection” or “saving 
for the future.” 

Across the nation, in communities 
large and small, can be seen the 
results of insurance companies’ 
faith in the future of this nation 
and in her dynamic growth, as 
evidenced by their investments in 
individual projects as well as in 
the major redevelopment plans of 
so many of our major cities. 

As a native of Connecticut, I 
take great pride in the insurance 
business and the good it has done 
for our nation and her citizens. 
And I am happy to add this 
testimonial to those of many others 
who feel as I do in this regard. 


JACK MILLER 


U. S. Senator, iowa 


In my profession as a tax lawyer, 
the vital role of life insurance was 
constantly before me in my work 
of estate planning. Liquidity of 
a decedent’s estate to insure con- 
tinuation of a farming, ranching, 
or business enterprise and, at the 


same time, prompt payment of 
federal estate taxes, is one of the 
most important problems to be re- 


solved in a sound estate plan. There 
is only one sure solution and that 
is life insurance. 

Action by Congress permitting 
the transfer of ownership of an 
insurance policy to the spouse 
having the smaller estate, so that 
the proceeds are not includable 
in the estate of the insured, has 
greatly helped in this respect. Were 
it not for the sound co-relation 
between the Federal tax laws and 
the service performed by life in- 
surance, the hard-earned savings 
of a lifetime would be disastrously 
diminished for the surviving widow 
and children of people who have 
proved that the free enterprise 
system of America can work. 
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A. WILLIS ROBERTSON 


U. S. Senator, Virginia 


To me, one of the most de- 
plorable phases of our current 
political trends is to discourage 
personal thrift by over-emphasiz- 
ing the obligation of the govern- 
ment to take care of people in 
their old age. 

Personally, I learned at an early 
age the part that insurance plays 
as an asset while you are living, 
as wellas protection for dependents 
when you die. I was the oldest 
of five sons in a family of a home 
missionary in the Baptist Church. 
When I was eighteen years old 
and had finished two years of 
college, my father told me he could 
no longer finance my college edu- 
cation but I found a friend willing 
to lend me the necessary money 
provided I would take out insurance 
on my life. I still have that policy, 
to which I have been able to add 
additional insurance. 

By personal experience, I also 
have learned the value of hospital 
insurance. 

From the foregoing, it would 
be superfluous for me to add that 
I carry all types of insurance— 
accident, fire, theft, automobile, 
etc. In our complex society it is 
the only thing for a prudent man 
to do. 


WALLACE F. BENNETT 

U. S. Senator, Utah 

I bought my first life insurance 
policy as soon as I had my first 
steady job and I have encouraged 
my children to do the same. I con- 
sider life insurance a completely 
essential foundation for any in- 
vestment program as well as a 
necessary protection for a man’s 
family. 
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MILTON R. YOUNG 

U. S. Senator, North Dakota 

There is no question but that 
insurance in all of its ramifica- 
tions has added mightily and 
materially to the growth and 
strength of our nation. I have 
seen insurance in action and have 
benefited from it. 

In my mind Life Insurance 
stands out as most desirable. The 
institution of Life Insurance will 
continue to be an important factor 
in our American way of life, and 
will play a leading role in the 
economic life and development of 
America. It will continue its high 
standards and extend its financial 
help and benefits to an ever in- 
creasing number of Americans 
each year. 


KENNETH B. KEATING 
U. S. Senator, New York 


New York State well knows the 
reassuring value of insurance. In 
its many large corporations and 
financial institutions, insurance is 
the key to security, giving these 
companies the backing needed to 
expand and develop our private 
enterprise economy. 

Insurance is a fiscal shelter to 
which the private citizen may turn 
for cover in time of need, just as 
the fiscal giants of our nation do. 
It gives the 17 million people of 
New York and the 180 million 
citizens of our nation the means to 
provide college educations for their 
children, drive cars, not fear hos- 
pital bills when disaster strikes, 
and generally to make sure that 
their loved ones are protected from 
physical and economic hardship. 

Through insurance, the people 
and businesses of this nation are 
given the security necessary to 
enjoy and develop the challenges 
of our space age. 


EVERETT McKINLEY DIRKSEN 


U. S. Senator, Illinois 


SL 
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The great value of insurance is 
best exemplified by the tremendous 
growth of insurance in most every 
activity of mankind and his posses- 
sions. Not only has insurance been 
the basis of the security of our 
country and its people, but the 
great assets of the various insur- 
ance companies have been directed 
toward the growth of many com- 
munities throughout America. 

The insurance institution, as we 
know it, is one of the greatest in- 
novations benefiting mankind. 


ALAN BIBLE 


U. S. Senator, Nevada 


The wisdom of thrift has proved 
itself from the beginning of time. 
In my opinion, investment in in- 
surance gives added meaning to the 
value of thrift. Not only does in- 
surance stimulate our national 
economy and productivity, but it 
provides millions of Americans 
with a sense of security and well- 
being. 


VANCE HARTKE 


U. S. Senator, Indiana 


Protection of life and property 
is an inherent part of our Amer- 
ican system. One facet of this is 
covered in our most precious 
document—the Constitution—which 
guarantees this protection by law 
for not only life and property, but 
for individual liberty as well. 

The free enterprise, capital- 
istic system which has blossomed 
under this Constitution depends not 
only on the protection offered by 
the government, but on that which 
can be done by individuals and 
associations. This is, of course, 
insurance in all its forms. 

Continued on page 71 
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R. S. Brown, left, looks on as Agent C. W. Patterson makes sale to Mr. & Mrs. Earl J. Thomas, Worthington, Ohio 


At Northwestern National we believe that joint field work is an 
important part of the everyday problems a manager faces in the field. 


N/W National Management Trainees, after conducting pre-field train- 


’ ing classes for new men, go directly into the field with them to observe 
and assist them. 


One of the basic duties of our six Divisional Superintendents of 


Agencies is the preparation of men for agency management. We al- 
ways have from 12 to 18 men in our Management Training Program. 
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NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY ¢ MINNEAPOLIS, MINNESOTA 
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Dedicated People Protect Insurance 


Since the days of the Depression, a group of people have been working to reach full 


settlement for a defunct life company —By David F. Barrett 


HAT gives life insurance its basic stability? 
W\ Mainly the dedication of the people who run it. 

Competent and dedicated management has just com- 
pleted 28 years of labor to protect the policyholders 
of the old Missouri State Life Insurance Company 
of St. Louis. This involved long years of supervising 
the old contracts. Then there were complicated court 
battles on accounting procedures to see that the obli- 
gations to policyholders were paid in full. Thus the 
insurance contracts have been completed with full 
value through the persistent integrity of the men and 
women managing the company’s affairs, of the state 
regulators and the leaders who guide the nation’s 
insurance profession, and of the judges and court offi- 
cials who insisted on maintaining the values of the 
insurance contract above the claims of all other 
parties. 

The condition of the Missouri State Life in Sep- 
tember 1933 was deplorable. Depression was eating 
away at the nation’s assets, and those of that life com- 
pany had been seriously affected. Examiners for Mis- 
souri and other states had found an impairment of 
approximately $13 million in its assets. This was un- 
covered when the Commissioners’ “convention values” 
were placed on bonds and book value—instead of go- 
ing market value—was applied to certain pieces of 
real estate. 

When the affairs of Missouri State Life reached 
the St. Louis Circuit Court in that year, there was 
further impairment so that the “convention” examina- 
tion report set the impairment at $29 million. The 
company was without question insolvent. 

The Court decided speed was essential “if the wreck 
could be towed into a safe haven.” So the presiding 
judge gave quick approval to a plan for turning over 
the assets and policy obligations of the insolvent 
company to the newly formed General American Life. 

The first step toward rehabilitation was a big one. 
It was necessary to impose initial liens of $32,457,858 
on the policies, amounting to 50 per cent of their cash 
or loan value. 
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So the history of the case runs like this. The St. 
Louis Circuit Court received it in 1933, and by Septem- 
ber 7 of that year made the first decision: To accept 
the agreement that the newly formed General Ameri- 
can Life could manage the affairs for 15 years and 
purchase its assets. Liens placed against the cash 
values of the policies were all paid off by 1946, and 
the final report on the 15-year management was sub- 
mitted to the Circuit Court in August 1948. 


State Supreme Court Ruling 


This report was contested by the stockholders of the 
old company and a few policyholders, so that a full 
decision on all the contested accounting questions 
was rendered by Judge Edward M. Ruddy on April 
26, 1957. An appeal took the whole settlement decision 
to the Missouri Supreme Court, which on November 
17, 1960, upheld the bulk of Judge Ruddy’s decision 
but remanded one or two minor parts of it to the Cir- 
cuit Court for revision. 

Judge Kirkwood of the Circuit Court issued his 
decision on these few points on May 27 this year, vir- 
tually completing the complex struggle to protect 
Missouri State Life policyholders from the effects of 
the 1933 Depression. 

But behind this chronology of legal actions runs a 
series of dedicated decisions that meant millions of 
dollars in value to the policyholders of the defunct 
company. Judge Ruddy in his decision of April 26, 
1957, stressed that the dominant purpose of the origi- 
nal purchase agreement in 1933 was the rehabilitation 
of the company’s assets for the protection of Missouri 
State Life policyholders. He said the court was con- 
stantly aware of the rights of the stockholders, but 
that the Court, in an earlier decision, had pointed out 
that “those rights came into fruition after, and only 
after, the dominant purpose of the Purchase Agree- 
ment had been fulfilled. The complete fulfillment of 
this dominant purpose required the original lien to 

Continued on page 60 
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Life is 
Different 
in 
California 


Here’s your 
GENERAL AGENCY 
opportunity 
of a lifetime 


Write today to Byron Anderson, 
sales vice president, for full infor- 
mation about a general agency 
opening for you with California 
Life. Find out how this dynamic 
40-year-old company can make 
your lifework more rewarding. 
California Life-size commissions, 
liberal contracts. If you are seek- 
ing a general agency situation 
with maximum growth potential, 
California Life is the life for you. 
Write or wire Mr. Anderson today. 


CALIFORNIA LIFE 
INSURANCE CO. 


Dept. H, 4400 MacArthur Blvd. 
Oakland 19, California 


General agency opportunities now available 
in: Alaska, Alabama, Arizona, California, Colo- 
rado, Florida, Idaho, Illinois, Indiana, Louisi- 
ana, Michigan, Minnesota, Missouri, Nevada, 
Oregon, Pennsylvania, South Dakota, Utah, 
Washington, and the District of Columbia. 
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be paid in full through distribution 
of net earnings and that all interest 
charged to or paid by the policy- 
holder on his lien be returned or 
credited. 

“The plight of the stockholders 
in 1933,” he went on, “certainly 
must have seemed hopeless to them 
when the Old Company account 
showed a deficit of $29,000,000 and 
if the policyholders in the Old 
Company had elected not to con- 
tinue their policies, which they had 
a right to do, stockholders’ inter- 


| est would have been worthless in 


19338. Any earnings that accrued 


to the Old Company account in 


the succeeding fifteen years were 
due to the decision of the policy- 
holders to stay with the company 
and to continue paying premiums. 


| The stockholders contributed no 


further capital and, therefore, it is 
proper and just that the rights of 
the policyholders under the Pur- 
chase Agreement should be para- 
mount to any rights given the 
stockholders under said Agree- 
ment.” 

In their original intervention ef- 


| forts, those who objected to the 
_ terms of the final settlement ac- 
| counting in September 1948 had 


sought to force General American 


| Life to pay about $16 million. Un- 


der the terms of the final decree of 
the Circuit Court, and with the ap- 
proval of the Missouri Supreme 


| Court, the stockholders of the Mis- 


souri State Life received no pay- 
ment whatsoever. 
On the other hand, policyholders 


| of the defunct company received 


$1.48 for each dollar of the original 
lien placed against their contracts. 
This is an astounding recovery 


| from the $29 million impairment of 


assets that prevailed in September 
1933. 

First the amounts of the liens 
themselves were paid off from net 


' earnings. This required only 13 of 


the 15 years in the purchase agree- 
ment. In 1946 General American 
Life discharged the liens and in 


| addition paid back $1,283,625.10 of 


| the 


interest which had _ been 
charged against the liens. 

During all these 15 years—and 
subsequently as well — General 


American Life had paid full face 
value on death claims under the old 
Missouri State Life policies. This 
meant that the new company 
waived the principal amount of any 
lien against the policy, but it did 
deduct from the benefit payment 
the interest due on the lien. 

This was the major point on 
which the Missouri Supreme Court 
disagreed with Judge Ruddy’s de- 
cision in 1957. Therefore in the 
final Circuit Court decision in May 
this year, Judge Robert J. Kirk- 
wood ordered that approximately 
$2.8 million in lien interest refunds 
be made. To that amount is added 
$1.6 million of interest on the in- 
terest since September 1948. 

Thus the payment of this $4.4 
million to the Missouri State Life 
policyholders and beneficiaries is 
now in process. The distribution 
in 1948 had amounted to $1.26 for 
each dollar of the original liens. 
The present distribution adds an- 
other 22 cents, so the total repay- 
ment on those policy values is now 
$1.48 for each dollar of the lien— 
and the beneficiaries have received 
the promised policy amounts on all 
death claims during the 28 years. 

“We cannot help but be pleased,” 
Frederic M. Peirce, present presi- 
dent of General American Life, 
said at the final accounting for all 
of the old policies, “that our com- 
pany was able to succeed so spec- 
tacularly in demonstrating for 
those policies how strong are the 
guarantees behind an investment in 
permanent life insurance.” 

It was for Judge Ruddy in his 
1957 decision to sum up the human 
effort behind this long-drawn de- 
fense of the values in a life insur- 
ance contract. ‘The court would be 
remiss in its duties,” he wrote, “if 
it did not point out that in its opin- 
ion the officers and directors of 
the General American Life Insur- 
ance Company who served through 
the fifteen-year period from 1933 
to August 31, 1948, performed a 
herculean task in effecting the re- 
covery recorded in the Final Ac- 
counting. The judgment exercised 
by these individuals, with few ex- 
ceptions, was sound and reasonable 
and entirely in accord with the 
interests of the policyholders and 
stockholders as those interests were 
stated in the Purchase Agree- 
ment.” @ 


THE SPECTATOR 





a salute to 


the men 








who wear 





bY. 
~*~ (AALS 














this key 


and to those who are hard 
at work at earning 
the privilege of wearing 


it in the future. 


v WS¢ ( Gri ILULRLR | INSURANCE 
KANSANS Q Ut LL! COMPANY 
Home Office / Broadway at Armour / Kansas City, Missouri Represented in 41 States and the District of Columbia 


August 1961 





eo 4 


=> ENDORS 
= OFIN 


16! 


IMB URANCE MARKETING 
AND MANAGEMENT 














GUARDIAN OF ECONOMIC FREEDOM 


Policies Provide Family Protection 


People from business, politics, and entertainment 


endorse insurance for its role of guardianship 


SAMUEL F. HINKLE 
President, Hershey Chocolate Corp. 


It would not be difficult for me to 
present a_ true-life testimonial 
about the value of insurance. 

At the tender age of ten years 
and the oldest of three children, I 
saw my father struck down with 
infantile paralysis from which he 
never recovered. The life insur- 
ance which he had acquired before 
this tragedy—inadequate though it 
was—made it possible to salvage 
enough after his death for us to 
retain our self-respect and a small 
measure of economic security upon 
which to keep our family situation 
intact. 

My father taught me, as I have 
taught my children, the wisdom of 
providing, even at considerable 
sacrifice, the security which inures 
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from a well balanced life insurance 
program. It is not pleasant to con- 
template what might have hap- 
pened to my mother and her three 
young sons without this type of 
protection. 


POLLY BERGEN 


Singer and Actress 


Ask any mother why insurance 
is very important and she’ll prob- 
ably point to her children as the 
answer. Her family is her most 
important possession. The finest 
act she can perform for her chil- 
dren is to make their futures as 
secure as possible. 

Through life insurance, the fam- 
ily is prepared for any occurrence. 
It gives children the best security. 
Nest eggs have a way of dwindling; 
the family bank account is taken 


for immediate projects. Insurance 
planning is not only the answer, 
but is the best solution for her. 


GORDON S. CLINTON 
Mayor of Seattle 


4 $3 


A well thought through insurance 
program is a definite need for the 
family man today. During the pe- 
riod of time when a man is build- 
ing his career in business or in a 
profession and raising his family, 
it is of importance that he have 
adequate coverage. With the pas- 
sage of time the emphasis shifts 
to one of retirement benefits. 

In my own experience as a law- 
yer, I have never known of a widow 
who complained of having too much 
insurance. 

The optimum situation would be 

Continued on page 64 
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one in which an adequate coverage 
is obtained within the limits of the 
financial position of the insured. 

Personal security and family se- 
curity are of great importance in 
this 20th Century. Certainly, the 
benefits of life insurance affords 
one way in which that security can 
be realized. 


GUY LOMBARDO 


Orchestra Leader 

I have heard it said by some un- 
thinking persons that people in 
high income brackets do not need 
life insurance because their other 
investments amply provide for the 
future of their loved ones. I can 
honestly say that life insurance has 
been my first concern and my first 
investment. Naturally I have in- 
vested in other fields, too, but not 


before making sure that my family 
and loved ones were comfortably 
taken care of by my insurance. I 
believe our national prosperity de- 
pends in good part upon the man- 
ner in which we insure that after 
we—the wage earners — pass on, 
the ones we leave behind will be 
well provided for. 


BOB HOPE 
Motion Picture Star 


Well, here I am, talking about 
insurance. That’s like Crosby talk- 
ing about a low golf score. We’re 
not authorities on the respective 
subjects, but enjoy having them. 


This much I do know, though. 
Without life insurance, people in 
show business would find it a much 
shakier proposition than it already 
is. You can be way up there one 
day and a has-been the next. The 
best way for the young actor, 
singer or comedian—and this goes 
for anyone in any field—to build 
his future is to first eliminate 
financial worry. 


J. COLLINS McSPARRAN 
Master, Pa. State Grange 
Insurance is one of the most im- 

portant tools of modern agricul- 
ture. Farmers use insurance, not 
only to protect their families and to 
provide for their families’ future, 
but also to protect the increasingly 
high investment in machinery and 
buildings that present day agricul- 
ture demands. 

Casualty insurance has become of 
increased importance in the farm 
field. Modern high speed highways 
through agricultural communities 
require insurance coverage on farm 
machinery that must use these 
roads and farm animals that must 





NO KIDDING 


Many an underwriter has 
hitched his career to the 
“Star of the North,” an 
agent-minded company with 
nearly three billion dollars 
of insurance in force 


THE 


MINNESOTA MUTUAL LIFE 


INSURANCE COMPANY 
ST. PAUL 1, MINNESOTA 


Yes, it’s a fact. Ask anybody in the business 
about Harleysville service to agents. They will 
tell you it’s tops. Our Field Supervisors, 
backed up by our Commercial Risks Man- 
ager, are ready to give you on-the-spot help 
any time you need it. But that’s only one 
phase of Harleysville help. We also provide 
the diversified portfolio of coverages and the 
promotion that increases volume. When you 
are working to build up a business 


IT HELPS TO " [laley 


HARLEYSVILLE MUTUAL CASUALTY CO. ¢ HARLEYSVILLE MUTUAL INSURANCE CO. 


eoleaysville 


HOME OFFICE: HARLEYSVILLE, PA. 
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cross them or may accidentally 
stray onto them. 

Farmers wisely use insurance to 
cover increased indebtedness. We 
in agriculture appreciate the splen- 
did job insurance companies have 
done in preparing the types of in- 
surance needed in the field of agri- 
culture. 


ADOLPH D. STORCH 


President, Purepac Corp. 


The benefits of security, invest- 
ment and peace of mind are incor- 
porated in the life insurance pro- 
gram of the business man or the 


rially aid the insured but, in addi- 
tion, render a vital service to the 
community and the nation. Fur- 
thermore, they are valuable as an 
economic force in the American 
business and financial community. 
The purchase of life insurance rep- 
resents a two-way street of mutual 
advantage for the parties con- 
cerned. 


DAVIS CUNNINGHAM 
Opera, TV and Concert Star 


I can buy the future for a pre- 
mium—that’s what I like about in- 
surance. For a small down payment 
right now, I can reserve a seat for 
the great performance that lies 
ahead. 

No matter what happens, I can, 
through insurance, be certain that 
my finances won’t keep me from 
enjoying those days ahead. My en- 
dowment policies will take care of 
me when that “future” comes, and 
property insurance will stand by to 
prevent the effects of any catastro- 
phe that might wipe out my finan- 


expand the benefits due to me 
through my life policies. For in 
that way, insurance offers me a 
chance to expand my future, just 
as the future of opera is being 
expanded by the enjoyment of per- 
formances on television. 

For my part, the show couldn’t 
go on without insurance. 


TERRY D. SCHRUNK 
Mayor of Portland, Oregon 


I have long believed that the 
family unit has been and will con- 


cial stability. 
Therefore, whenever I can, I will 


family man. These benefits have 
long been recognized. They mate- 


tinue to be the most important 
Continued on page 72 





First in Minnesota 
accident and sickness 
premiums among 
Minnesota domiciled 
companies* 


Group Health Mutual, Inc. 


St. Paul, Minnesota 


HOME OFFICE jo. 
SUPPORT WITH ee 


A FIELD 


Life Insurance 

Income Protection Plans 
Hospital Medical Surgical Plans 
Major Medical Expense Plans 


Knowing that success in the field is so greatly influenced 
by behind-the-scenes cooperation . . . Fidelity Mutual 
emphasizes to Home Office personnel the overwhelming 
importance of field viewpoint. Whether it is processing 
applications, handling policy loans, changing benefi- 
ciaries or settling claims . . . nothing can substitute for 
personal interest and prompt assistance as needed and 
when needed by our men in the field. The fact is that 
96% of Fidelity Mutual’s claims are settled within 24 
hours . . . one of the many ways Fidelity Mutual helps 
its agents do an outstanding job in life underwriting. 


and 
Flexigroup—a new Group-type 
plan with flexibility to fit 
individual needs 


Insurance 
Company 
ON THE PARKWAY AT FAIRMOUNT AVENUE * PHILADELPHIA 
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NEW - MODERN + COMPLETE 


LOOK INTO 


Revolutionary New AGS Program 
Combines These Outstanding Features 


Pays Disability Income Even During Elimination Period — if in 
hospital! 


Insured’s Option to Continue Policy after Age 65. 
No Average Earnings Clause. 
Immediate Protection From Date of Policy. 


Liberal Definition of Total Disability! During the first 60 months of 
total disability — inability to engage in your regular occupation! 


No Aviation Exclusion Clause. 


@ Foreign Travel Covered for 12 months Automatically. 


Never Requires House Confinement! 


Learn One Policy Only 


An unusual sales and training feature of the income 
protectors is that all are identical in language, benefits, 
provisions and definitions with the single difference 
found in the renewable clauses. These renewable clauses 
are: (1) Non-Can to age 65 with guaranteed premium. 
(2) Guaranteed renewable to age 65 with right to adjust 
by class. (3) Renewable to age 65 at option of the 
company. 


com> FATE | 6 > 


COLUMBUS 15, OHIO 


UNIQUE NEW 


SALES KIT 


Handy color index tabs 
labeled and arranged to 
put all the information on 
every subject . . . every pol- 
icy . . . right at your finger- 
tips. Kit opens with a flip of 
the tab to the right section. 
Includes: 


Disability Income Protection 
Accident Income Protection 
Individual and Family 
Hospital and Expense 
Major Medical 
Business Overhead 


Highlights of each and 
every sample policy are un- 
derlined in red for addi- 
tional emphasis . . . easy 
reference — another first 
for this powerful new A & S 
sales kit. 


Increase Life 


Production with 
These Excellent 


A & S Plans 


They go hand-in-hand — 
life insurance and this ex- 
citing new A & S program! 
Sell one and you have a 
prospect for the other. Now 
you can offer the industry's 
finest ‘‘one-two”’ punch and 
... you'll benefit from the 
really efficient underwriting 
and claim service — the 
modern ideas and progres- 
sive thinking of a respected 
and rapidly growing com- 
pany. 


For Additional Information 
— on this superior new 
A &S program contact 

Howard W. Kraft, 
Vice President and 
Director of Agencies. 
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Poverty or Prosperity 


Continued from page 55 


ready to be even a better friend 
to me than ever before. 

“Two years later, when I was 
earning quite a respectable salary 
and saving a good portion of it, a 
large stockholder in our company 
died and his stock had to be sold. 
The president and a few friends 
had arranged to purchase the en- 
tire block at par, and it occurred 
to me that as it was a good invest- 
ment for them a few shares would 
be equally as good an investment 
for me. I therefore went direct to 
the president, telling him frankly 
that I would like very much to 
have two thousand dollars’ stock in 
the company. When the president 
asked me if I had saved enough 
money to pay for the stock, I told 
him the amount of cash I had avail- 
able and mentioned the present 
‘ash loan value of my life insur- 
ance policies. He at once admon- 
ished me about weakening my life 
coverage which was for my family. 

“‘Tife insurance,’ he said, ‘when 
taken for the support of your de- 
pendents after you are gone, has a 
very urgent mission to perform 
and under no circumstances should 
you ever confuse it with your other 
investments. It should be kept en- 
tirely separate from everything 
else you own. It is a sacred trust 
and you are the trustee. Your life 
insurance represents the family’s 
bread and butter when every other 
means of support may have been 
taken away and it should be the 
last thing in the world to be drawn 


"Well, if you won't marry me, will you 
at least buy some insurance from me?" 
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upon or endangered. The loan pro- 
vision is not to encourage you to 
make a loan upon your policy ex- 
cept in a real and pressing emer- 
gency, and then only to enable you 
to keep your insurance in force and 
continue the protection which your 
family would need at such a time 
more than at any other.’ 

‘A plan was worked out by which 
I would pay five hundred dollars 
down and give all the stock and a 
ten-thousand-dollar life insurance 
policy, which I would take out for 
the purpose, as security for the bal- 


ance; a'so that I would immediately 
begin paying off the loan in 
monthly instalments, and agree to 
have it all paid in five years or 
sooner. This plan was recommended 
to the bank, and I received the 
money. 

“In less than five years from 
that time, the dividends alone had 
paid for the stock, including all 
that I had paid out on account of 
interest on the loan. Today that 
same five thousand dollars’ stock is 
worth fifty thousand dollars, and 

Continued on page 68 





Which life insurance company 
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will serve you and your clients best? 


7 


The “best” in our business is a combination of many things—low 
rates, flexible contracts, progressive philosophy, attractive com- 
missions, competent and friendly counsel. This is the standard by 
which Manufacturers Life is being picked as their life company by 
an increasing number of general insurance men. 

Here are some examples of the versatility of the Manufacturers 


Life portfolio 


low premium par and non par contracts, high 


return annuities, low term insurance rates, liberal underwriting of 
substandard lives and insurance for all ages to age 80. But the best 
proof is in performance and you and clients are the best people to 
judge it. Why not talk to one of our brokerage men today? You'll 
like his practical approach to building life sales for you. 


BRANCHES IN THE FOLLOWING CITIES: Baltimore ¢ Boise ¢ Boston « Chicago 


Cincinnati « Cleveland e« Columbus e 


Denver e« Detroit « Flint ¢ Grand Rapids 


Hartford e Honolulu e Indianapolis e¢ Los Angeles « Miami e Minneapolis « Newark 


Oklahoma City ¢ Philadelphia e« Phoenix 
Saginaw e San Diego e¢ San Francisco 


THE 


e Pittsburgh e Portland e Richmond 
Seattle ¢ Spokane « Washington, D.C. 


MANUFACTURERS 


INSURANCE 


LIFE company 


HEAD OFFICE (Established 1887) TORONTO, CANADA 





Poverty or Prosperity 


Continued from page 67 


I still own it. In the meantime I 
continued to buy odd shares here 
and there whenever offered at a 
bargain, often borrowing the full 
purchase price at the bank, using 
one or more of my policies as secu- 
rity. After I had in this way ac- 


The Key to 
Superior 


Service 


The CLU key symbolizes 
extraordinary ability and 


proficiency in life underwriting. 


Those who earn it are able to 
serve their clients better, 


cumulated a considerable interest in 
our company, I turned my attention 
to real estate, and in the same way 
acquired several pieces of property 
which have since become very valu- 
able. I also kept adding to my life 
insurance from time to time, using 
it at the bank whenever it became 
necessary in any of my transac- 
tions. It was always there to pro- 
tect my family, my property and 
my creditors. 




















contribute more to their company, 


and offer even greater prestige 


to their profession. 


Serving this 

fast-growing 

region since 
1891 





INSURANCE 
COMPANY 


LE 
or GEORGIA 





and Personal Need 





Insurance for Every Business 


PROTECTION sy Life* 


Accident & Health 
Automobile 

Boiler & Machinery * 
Burglary & Theft 
Fidelity & Surety 
Fire & Allied 
Inland & Ocean Marine 
Liability 
Multiple Peril 
Plate Glass 
Workmen's Compensation 


*Iin most states 





AMERICAN CASUALTY 


=i Il = Tat Ca loiaMt- tale Mt—1-1a\Alol-Mi @h ad lot -t_ a @tel-t_) ah doll Otel C3 


Home Office — Reading, Pennsylvania e 


Since 1902 


Licensed and operating in all states, D.C., Canada and Puerto Rico 


Affiliate: VA 


LLEY FORGE LIFE INSURANCE COMPANY (23 states 





“One time, after I had been mar- 
ried and well established in my 
job, an agent from another life 
insurance company asked to see me. 
He was dressed neatly and was a 
good talker. He said that he was a 
specialist and could tell me if my 
insurance was fitted to my needs. 
Having been always ready to learn 
what I could, I got my policies 
which I kept in the office safe. 

“My visitor studied each policy 
and jotted down several amounts 
from each. He then referred to his 
own rate book and made further 
notations. After several minutes, 
he looked solemnly in my direction 
and said, ‘I find that you are pay- 
ing too much for the protection you 
receive.’ He thereupon outlined a 
program for the cash surrender of 
my policies and the purchase of an 
entirely new line of coverage. 


Old Friends Best 


“My agent had once said to me, 
‘Beware of the twister.’ He is an 
agent who unknown to his own 
company goes to policyholders of 
other companies and tries to rear- 
range their insurance. My common 
sense told me that no gain would 
come from dropping a policy which 
I had held for several years and 
then at a greater age and at higher 
premium rate buy a new contract 
even from my own company. I had 
confidence as well in my agent and 
decided that if he thought my in- 
surance program needed a change, 
he would advise me. My agent had 
served me well. He was my friend. 
I quickly closed the interview and 
with satisfaction replaced my poli- 
cies in the safe. Old friends, I 
thought, are best. 

“Had it not been for my life in- 
surance, I doubt if I would be 
worth much, if anything, today. It 
has done for me what no other 
form of property could have done. 
It gave me a start—and this is 
oftentimes nine-tenths of the bat- 
tle. From the first it relieved my 
anxiety concerning mother; it 
forced me to save; it gave me stand- 
ing with a keen, shrewd business- 
man and secured for me my first 
position. It enabled me to marry 
and to bring up my family without 
fear that they would live in poverty 
should I die untimely. Now the chil- 
dren are being educated with the 
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help of life insurance. It recom- 
mended me at the bank, enabled 
me to borrow, and gave me the con- 
fidence to go into debt—as a busi- 
ness man would ge into debt, how- 
ever, and not by borrowing from my 
family. It has quietly and secretly 
helped to work out my problems 
just as it has done, is doing and 
will continue to do for thousands 
of other young men who have use 
for life insurance. 


Indispensable Factor 


“Now that life insurance has be- 
come an indispensable factor in our 
commercial life and agents are 
everywhere educating, instructing, 
soliciting, and urging, the young 
man who is still unable to ‘see the 
point of life insurance’ will find 
that as a rule the higher positions 
of trust and those that pay the 
largest salaries will not be open to 
him. And if he is trying to run 
a business of his own, the handi- 
cap will even be greater. 

“T am still with the concern that 
gave me my first position, and all 
that I have I owe directly or in- 
directly to life insurance of which 
I am now carrying upwards of 
some two hundred thousand dol- 
lava.” 

The advice of Grover Cleveland 
is, in this age, of as great value 
to the American people as it was 
when written for THE SPECTATOR 
a half century ago. “Get a policy,” 
said the former President, ‘and 
hold on to it. It means self re- 
spect. It means that nobody will 
have to put something in a hat 
for your dependent ones if you 
should be snatched away from 
them.” 

Whether you are ricn or poor, 
adequate life insurance purchased 
from your savings will enable you 
to take care of your family after 
you are gone. The same purchase 
will guarantee you an old age in 
comfort. Through life insurance 
your family need not rely on wel- 
fare aid. You will not be a burden 
on the public. 

Through life insurance you can 
meet the inaugural challenge of 
President Kennedy: “And so, my 
fellow Americans, ask not what 
your country can do for you. Ask 
what you can do for your coun- 


try.” @ 
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PEOPLE NEED 
AN EDUCATIONAL FUND! 


= In order to provide the necessary education 

for success, it is of paramount importance 

that every family set-up an educational 

fund for their children. With college 

costs rising, the need for an educational 

fund becomes a basic necessity. = We 

should not place our product in the 

same category as such luxury items 

as tonics, automatic percolators, and hair dryers. We must stress 
the basic need for insurance. ® These basic needs such as an educa- 
tional fund can be well provided by insurance. At Federal, we have 
developed programs which meet such needs. For further information 
write Emery Huff, Agency Vice President. A few prime managerial 
positions still available in the Midwest area. 


FEDERAL LIFE INSURANCE COMPANY 


6100 N. Cicero Avenue, 
Chicago 46, Illinois 





You Need Both 


To build and operate a profitable General Agency, you need two things 
and Indianapolis Life offers both. 


A full line of modern policies with very low net cost... 
Indianapolis Life offers graded life premiums and Commercial, Guar- 
anteed Renewable, Non-Cancellable Accident and Sickness poli- 
cies. Low, liberal Check-O-Matic. 


A well rounded, field-tested agency building program ... 
Indianapolis Life provides its General Agents effective agency- 
building tools including career compensation, production incen- 
tives, training allowances and an outstanding training program. 


Indianapolis Life’s General Agents receive liberal commissions and life- 
time service fees. For their personal and family protection—group life, hos- 
pitalization, and major medical insurance. Non-contributory pension 
plan provides liberal retirement benefits. 


Indianapolis Life now pays 4% on all funds left 
with the Company at interest 


WALTER H. HUEHL, President « ARNOLD BERG, C.L.U., Vice President and Director of Agencies 


thee ls Li, 
tanapo ts Life 
INSURANCE COMPANY 


A Mutual Company - Founded 1905 « Indianapolis 7, Indiana 


AGENCY OPPORTUNITIES: Colo., Conn., Fla., lll., Ind., fa., Ky., 
Mich., Minn., Mo., Neb., N.D., Ohio, Pa., S.D., Tenn., Tex., W.Va., Wis. 





Mai 











The Nor W tg 
: | thweste W Mutual 
s0int of VIEW 1H advertising: 
&° 


Far Vem leinele)elavan:) olor.) as evn cele 


. HONS of I} 


nm be j u l 
> - St t ‘Oo i 


the person of Mr. C 
Mr. Carl A. Bi i 
ell eeelaye . imson, President : 
ut the agent-policyholder -essrabes the American Bankers Association, wh 
. : , Who 


is ode £ s 4 8 . 
Ss message 1 oO ies 1in ] 94 


“T can tell you what this banker 
thinks of life insurance men. 


There is a difference / 


The 
Northwestern 
Mutual agent: 
a philosophy 


of service 


N° two life insurance companies are 
alike. Nor are any two agents Yet. a 
as Mr. Carl A Bimison 8 
there 1s usually @ correlation between 
agents and their companies é 
At Northwestern Mutual the correlat- eg 
ing factor 's service Northwestern 's a @ 
mutual company: Its sole purpose © to 
serve its policyowners who are both cus- | 
tomers and owners. g 
The same philosophy guides the NML 
agent, forming a vital link betw 8 
and company However, providing U | 
service is NO easy task It takes time and 
determination « - alls for almost 
| 


NORTHWESTERN MUTUAL POLICYOWNER- Mr. Bimson became 4 policyowner with 


if 
this company at the age of 15 Today he owns @ total of six Northwestern Mutual policies peak fort 
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Senators See 


Continued from page 57 


It is health insurance which has 
served to protect so many working 
people that it has removed any 
immediate possibility of socialized 
medicine. Thus, this kind of in- 
surance has fostered a free system 
of medical protection within our 
concepts. 

Many other forms of insurance 
protect investments of businesses 
and associations of business and 
industry. In this way, investment 
and expansion is encouraged. 

Life insurance offers both pro- 
tection and investment on its own. 

Insurance is in keeping with the 
American way of life. More than 
that, it is an integral part of the 
American way of life itself. 


JOHN A. CARROLL 


U. S. Senator, Colorado 


Every human enterprise is 
fraught with risk, and no prudent 
man expects to gamble successfully 
against fate unless he cushions 
the risk with some form of insur- 
ance. 

The insurance industry has con- 
tributed greatly to the growth of 
my State and region over the 
years—not only by cushioning 
risks but by providing employment 
and by furnishing necessary _in- 
vestment capital for new ventures. 
I am deeply impressed with our 
domestic insurance firms, based 
in Colorado, which take on a 
heavier than usual load of invest- 
ments within our rapidly develop- 
ing areas. 

It is hard to imagine an in- 
dustry more essential to the life 
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of our people. I am convinced that 
without private insurance coverage, 
tax-supported public welfare costs 
would skyrocket. Certainly, de- 
velopment of our vital natural 
resources and employment oppor- 
tunities in all kinds of businesses 
would be severely curtailed for 
want of risk capital. We in the 
West know this and I trust we 
will never forget it. 


PRESCOTT S. BUSH 

U. S. Senator, Connecticut 

As a member of the United 
States Senate from the State of 
Connecticut, the home of many of 
our oldest and largest insurance 
companies, I can attest to the 
importance of the insurance in- 
dustry to our economy. 

American characteristics of 
thrift and personal initiative are 
reflected in the amazing growth of 
our free and competitive insurance 
companies. This expansion is pro- 
viding hundreds of thousands of 
additional jobs for our expanding 
population as well as the capital 
which our growing economy re- 
quires. 

In short, through insurance pro- 
tection, our people gain peace of 
mind and promote personal and 
national economic well-being. 


LISTER HILL 

U. S. Senator, Alabama 

Life insurance, like fire and cas- 
ualty insurance, has contributed 
immeasurably to the building of 
security for the American family, 
to the peace of mind of its bread- 
winner and to our country’s eco- 
nomic strength and stability. 

A life policy is more than just 
life insurance. It is a sound means 
of regular saving. To millions of 
American families their life insur- 
ance savings have provided such 
opportunities as business, farm and 
home ownership and_ education. 
Every day American families draw 
upon the savings accumulated 
through life insurance premiums as 
their only source of meeting finan- 
cial emergencies of many kinds. 


BENJAMIN A. SMITH, I! 


U. S. Senator, Massachusetts 


An American prides himself in 
being a_ self-sufficient individual. 
The ability to meet every critical 
situation with confidence has been 
the secret of the growth of our 
democracy. I know of no single 
institution today that fosters this 
spirit better than insurance. In 
every way, insurance, and especially 
life insurance, is a good investment. 
It protects the individual and his 
loved ones. It is security against 
sudden calamity and _ security 
against the slow attrition of time. 
Most of all, it is a careful way 
to save and gain protection at the 
same time. 

I would encourage every Amer- 
ican to look into the advantages 
of insurance for himself, his 
family, and his property. I would 
encourage every American to un- 
dertake a program of insurance 
within his needs, based on his 
own judgment and foresight. Then 
the people of America, to the man, 
would be prepared for a _ self- 
sufficient future. 


HUBERT H. HUMPHREY 

U. S. Senator, Minnesota 

In my judgment, America’s 
greatest challenge from the Com- 
munist world will come on the eco- 
nomic, rather than the political 
front. Personal thrift and saving 
will become increasingly important. 
Life insurance, which represents 
planned voluntary saving designed 
to protect and benefit our loved 
ones, also has the virtue of mak- 
ing these savings available for the 
expansion and growth of our free 
economy. 

Life insurance is individualism 
at work—for the family, for the 
nation and for freedom. 
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Policies Provide 


Continued from page 65 


segment in the makeup of our com- 
munities, states and nation. 

It follows then that any situa- 
tion or set of circumstances which 
might adversely affect this basic 
unit would in the final analysis 
adversely affect the community, 
state and nation. 


Life insurance, like fire and cas- 
ualty insurance, has given the head 
of the family unit the opportunity 
of providing immediate protection 
for his family in case of need, as 
well as providing the means of 
maintaining a suitable standard of 
living at some future date. 

Now more than ever, it is nec- 
essary that each family head rec- 
ognize and accept the responsibil- 
ity of providing an adequate insur- 
ance program to the end that the 
welfare of community, state and 
nation will be maintained at its 





Push 


B.E.U., Better Employee 


Understanding of group and pension 


the 


plans, is exclusive with Connecticut 
General and is the hottest button to- 


day in getting a prospect to listen to 


the group story. m Business execu- 


hot 


tives are reading about Connecticut 
General’s B.E.U. in Time, Newsweek, 


Business Week, Harvard Business 


Review and The Wall Street Journal. 


~ button 


65,000,000 B.E.U. mes- 
sages this year will 


be before prospects 


who are ready to buy. = You can’t afford to overlook C.G. 


and B.E.U. when selling group. Let our group and pension 


specialists work with you. Call one of our local offices. 


Connecticut General Life Insurance Company, Hartford. 


CONNECTICUT GENERAL 


Life | Accident | Health | Group Insurance | Pension Plans | Reinsurance 
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present high level of economic 


stability. 


JULIA MEADE 
TV Actress 
Life insurance is a basic institu- 
tion in the American way of life. 
It fosters thrift during the pro- 


ductive years and provides future 
security. It also gives “mental se- 
curity.” I always have the fullest 
coverage for my personal effects, 
and my mind is at ease for I am 
constantly protected against theft 
or loss. 

Life insurance offers hope, pro- 
tection, security and savings—im- 
portant musts for independence in 
later years. 


DR. GILBERT MALCOLM 


Provost, Dickinson College 


I am old enough to remember 
when few people bought insurance, 
and a disaster often meant profes- 
sional and personal suffering. Now 
insurance coverage and protection 
is the accepted thing, and anyone 
who thinks he can get along .with- 


out it is inviting trouble. I don’t 
know a thing about insurance but 
learned nearly fifty years ago to 
place implicit confidence in my in- 
surance broker. 

As the head of an institution of 
higher learning that depends upon 


| tax deductible gifts for continued 
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progress and growth, I have found 
that the most successful and wisest 
persons are those who have ade- 
quate and carefully planned insur- 
ance programs. Often these per- 
sons, when they have outgrown 
their insurance objective (as in the 
case of their families no longer be- 
ing dependent upon them), have 
derived a great satisfaction from 
naming a college as beneficiary or 
in making an irrevocable assign- 
ment, in which case premium pay- 
ments become tax deductible. 


DOROTHY LAMOUR 


Famed Actress and Executive Direc- 
tor of Dorothy Lamour, Inc. 


Life insurance is a “must” for 
the executive and the person in 
show business. It is essential be- 
cause it offers protection for the 
performer, the executive and the 
family. Although I am now active 
in the entertainment world and 
with my cosmetics firm and Doro- 
thy Lamour beauty salons, I have 
invested in life insurance so that 
my family may be secure. 


FRANKLIN V. SUMMERS 


Director of Operations, 
Pennsylvania Turnpike Comm. 


At the hectic pace that surrounds 
business, social and even home life 
in today’s highly organized com- 
munity living, it is every man’s 
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duty to provide for the protection operation of the Pennsylvania 
of all his activities. To face these Turnpike. More than 29 million 
highly geared activities in all fields vehicles use the turnpike annually 
of endeavor with a degree of con- and for protection their owners 
fidence necessary to meet one’s ob- should be covered adequately by in- 
ligations, insurance offers the most surance. The diversity of insur- 
economical form of _ protection ance protection today leaves no one 
available. who seeks such assistance without 
A well organized insurance pro- the means of adequate protection. 
gram will allow anyone to face the 
future with an assured frame oi 
mind, trusting that the many acci- GOGI GRANT 
dental obstacles can be overcome by Recording and TV singing star 
relying on the helping hand of in- Show business being the unpre- 
surance. A case in point is in the Continued on page 75 


C PC is another valuable PHOENIX 
OF LONDON sales-booster. And now 
that eligibility requirements for 
COMMERCIAL PROPERTY COVERAGE 
have been liberalized in practically 
all States, it can become an even 
greater premium-builder for you. 
More of your commercial clients 
and prospects will now be eligible 
for C P C’s extensive, practically 
“All Risks” coverage. You can offer 
them greater protection at less cost 
than ever before. 

Your Phoenix Fieldman can tell you 
how you can PROFIT BY C PC. Ask 
him for details. 


Build your future with... 


PHOENIX OF LONDON GROUP 


55 Fifth Avenue New York 3, N.Y 


Phoenix Assurance Company of New York 
London Guarantee & Accident Company, Ltd 
The Union Marine & General Insurance Company, Ltd. 
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THE SALE 
COMES 
UICKER 


with a plan for every prospect 


You'll take less time — yours and your prospect’s — 
when you sell health insurance for Mutual of Omaha. 
Your prospect wants the best protection at the lowest 
possible cost. You can be the good neighbor who 
provides it. Mutual of Omaha helps you sell Income 
Protection with the Lifetime Benefits feature, Family 
Hospital-Surgical and Major Medical coverage plus 
special plans for senior citizens and many persons 
formerly considered uninsurable. It’s modern, low-cost 
protection for people of all ages. 


Your prospect will especially welcome Mutual of 
Omaha’s famous Lifetime Renewal Safeguard, a feature 


that protects him from cancellation of his coverage 
because of changes in his health. 


Make it easier on yourself by offering the plans that 
can be tailored to most every prospect’s health insurance 
needs. Write for details on a career of more and easier 
sales. Write to Howard Dewey, Mutual of Omaha, 
Omaha, Nebraska. 


good 
neighbor 


Mutual Benefit Health & Accident Association 
HOME OFFICE: OMAHA, NEBRASKA 
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Policies Provide 


Continued from page 73 


dictable profession it is, life in- 
surance is an absolute necessity 
to protect the performer and his 
or her family from “hard knocks.” 
Although I am currently “sitting 
on top of the world,’ I am invest- 
ing a large part of my income in 
life insurance so that my family 
may avoid the insecurity that fre- 
quently follows the demise of the 
breadwinner. Any thinking mem- 
ber of the entertainment world 
would do the same. 


WALTER BRENNAN 
Star of "The Real McCoys" 


We might look to the young peo- 
ple to see the importance of life 
insurance today. Years ago, they 
never gave insurance much thought. 
Payments, dividends, policies, etc., 
were just a lot of mumbo jumbo to 
them. It was a subject for their 
fathers. They put off thinking 
about insurance until they too had 
reached middle age. 

But today, everything has 
changed. Most young couples plan- 
ning marriage make insurance plan- 
ning their first project when mar- 
ried. They consider it a necessary 
—but natural—step to take. Few 
of them ponder the benefits of in- 
surance and why they should buy 
it. Even fewer worry about wheth- 
er they can afford it. Insurance to 
young people is something they 
must find money for. The security 
that insurance offers is perhaps the 
strongest pull for young people. 
They know that it is the only way 
to lay the proper foundation for a 
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successful marriage, home and 


family. 


JACKIE ROBINSON 


Vice President in Charge of Personnel 
Chock Full O' Nuts Corporation 


As a family man, I have been 
well aware of the necessity for and 
the vital importance of life insur- 
ance. Since joining the business 
world, I have observed at first 
hand the numerous benefits that 
the various types of insurance 
programs offer to employees. In- 
surance brings peace of mind and 
financial security to the family 
man, can help provide the money 
for a college education, and is es- 
sential to the business man. It 
furthers America’s economic prog- 
ress in many areas. Insurance is 
indeed a worthwhile investment. 


EVERETT ALLEN 


Exec. Secretary, Pa. Hotels Assn. 


The advantages of an adequate 
and comprehensive insurance pro- 
gram are recognized by business- 
men everywhere. The hotel indus- 
try is no exception. Brick and stone, 
mortar, lumber and steel are com- 
bined to erect the physical plant. 
Once it is built and ready for op- 
eration, the investment (about 


$20,000 per room at current prices) 
must be protected. This is where 
insurance plays its part. 

The hotel has insurance for the 
protection of its guests, both regis- 
tered and non-registered. It has all 
types of liability coverage, includ- 
ing innkeeper’s liability. It prob- 
ably has life, sickness, health and 
accident for its personnel. Its con- 
tents are covered, as are the per- 
sonal items belonging to its guests. 
Fidelity bonds are as common as 
June weddings; and garage, fire, 
plate glass, sprinkler, auto, travel, 
boiler and equipment policies come 
due with impressive regularity. 
Business interruption also takes its 
place in the scheme of things in the 
life of a hotel man. 

Since most are operated as cor- 
porate entities, with Uncle Sam 
giving an assist tax-wise, there are 
few if any hotels that are under-in- 
sured. The peace of mind result- 
ing from an adequate insurance 
program makes it possible for hotel 
men to enjoy their forty winks each 
night. 


CHRIS SCHENKEL 
TV Sportscaster 


* ee Fe }: 
We might look to the young peo- 
ple to see the importance of life 


insurance today. Years ago, they 
never gave insurance much thought. 
It was a subject for their fathers. 
They put off thinking about insur- 
ance until they, too, reached middle 
age. 

But today, young couples plan- 
ning marriage make insurance one 
of their first projects. It’s a neces- 
sary step to take. The security that 
insurance offers is perhaps the 
strongest foundation for young peo- 
ple. They know that it is a pri- 
mary requisite for successful mar- 
riage, home and family. 

Continued on page 76 
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of everything 


in life... 


and well deserved by Producers 
who gave us a great first fifty. 
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For your convenience ... 


The reply card on page 87 of this issue can be used to obtain 
additional information about the items which are followed by 
numbers in both the Products and Services and the Contracts and 
Policies departments. 
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JOSEPH GARNER 


President, Central Storage & Trans- 


All kinds of insurance are a must 
in my book. 

Life, casualty, and property in- 
surance afford real security and 
peace of mind for an individual as 
well as a business man. 

As president of Central Storage 
& Transfer Company and the First 
Federal Savings & Loan Associa- 
tion of Harrisburg, I cannot over- 
stress the importance of this pro- 
tection and the proper planning of 
a sound insurance program. 


RICHARDSON DILWORTH 
Mayor of Philadelphia 


I think that the concept of “in- 
surance” is one of the things that 
sets modern society apart from 
earlier civilizations. It is a highly 
refined device, implying a regard 
for individual and family welfare, 
a reasonable weighing of the fu- 
ture, and the collective good sense 
which protects one by protecting 


ROYAL EXCHANGE ASSURANCE - PROVIDENT INSURANCE COMPANY OF NEWYORK =), 


55 Fifth Avenue, New York, New York | While some risks in life are in- 

Associated with | : jf = 

SUN INSURANCE OFFICE, LTD. AND ATLAS ASSURANCE COMPANY, LTD. than the creme — ie a 
Representatives in Principal Cities and Towns of the United States move an unnecessary Ones. in our 

and in Most Countries Throughout the World. highly developed society, with its 

FIRE, MARINE, CASUALTY, FIDELITY & SURETY many varieties of insurance there 

| are many risks which no longer are 
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necessary. These are the financial 
risks that arise from death, dis- 
ability, property destruction, and 
the other incidents which affect 
family welfare. The wise man will 
not overlook these. 


TERESA BREWER 

Coral Records Recording Star and 

TV Singer 

When my husband and I look 
at our three little girls, we fully 
know the meaning and value of 
life insurance. Though Kathy, 
Susan, and Megan are too young 
to realize it, their happy, smiling 
faces are in great part due to the 
sense of security that we impart 
to them. The feeling of well-being 
that we, as parents who have in- 
vested in life insurance, have, is 
reflected in their eyes. That reason 
alone makes my husband and I firm 
believers in life insurance. 


REX MARSHALL 


TV Announcer 


Life insurance salesmen may ar- 
gue this point but as far as I am 
concerned, life insurance needs no 
“selling.” It is a commodity that 
the responsible man knows he must 
have. The responsible person says 
“‘ves” to security, to protection, to 
savings. He is aware of eventuali- 
ties and protection for his family. 


FRED WARING 


Orchestra Leader of 

"Pennsylvanians" 

To me, life insurance is a com- 
mon-sense necessity of benefit to 
both young and old. Either as a 
means of investment and saving, 
or as a means of accepting one’s 
responsibilities in full, life insur- 
ance is as necessary as other fun- 
damental needs of present-day 
living. 
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DENISE LOR 
TV and Recording Star 


As a mother of two children, I 
cannot stress too highly the import- 
tance of insurance in our lives. 
Through insurance, my husband 
and I are safeguarding the future 
for our children. We know that 
when they come of age, the funds 
will be available to enable them to 
fulfill themselves, educationally and 
in other ways. Meanwhile, insur- 
ance guards us and our possessions 
against the unexpected. The feel- 
ing of security that one gets with 


insurance is something that can’: 
be evaluated solely in terms of dol- 
lars and cents. 


PHILIP R. CONNOR, JR. 


President, Space-Tone Electronics 
Corp. 


I learned the value of insurance 
during my college years. At that 
time, while engaging in part-time 
business activities, I met scores of 
successful executives who stated 
that they purchased insurance at 
a young age and that this was a 
giant step toward establishing their 
security. I, too, have learned that 
insurance fulfills many important 

Continued from page 78 
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It’s because our representatives BELIEVE in insurance that All 


| American Life & Casualty Company is approaching $250,000,000 of life in- 
| surance in force after only 5 years in the life insurance business and during 
| this same time the health department has increased its premium income by 


two and one-half times. 


Furthermore, the Company BELIEVES the representatives should 


| be rewarded for quality as well as quantity of business, have vested interests 


for themselves and their heirs and should OWN their business—not just 


| rent it! 


Soundly capitalized, soundly managed 

with tremendous advantages for career 

INVESTIGATE  TO- 

ig DAY. For Complete Information Write: 
E. E. Ballard, President. 


representatives. 
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THE UNION LABOR LIFE INSURANCE COMPANY 


850 THIRD AVENUE 


HIGHLIGHTS OF 1960 


For each $1.00 of liabilities, ULLICO owned $1.28 of assets as pro- 
tection for policyholders. 


Company liabilities amounted to $30,162,228 after providing for 
required reserves and other mandatory obligations. Special sur- 
plus funds, capital and unassigned surplus amount to $8,355,566. 


ULLICO assets increased to a record $38,527,795. Income from 
premiums, investments and other sources increased to $50,172,978, 


a one year gain of 7%. 


Living benefits showed a continued gain as the total reached 
$36,506,832 as against beneficiary benefits of $8,897,304 for the 
year. Total benefits paid to policyholders and beneficiaries were 
$45,404,136. 


Premium income earned for accident and sickness coverages was a 
record $35,620,669. The 1960 income from these programs in- 
creased by $2,941,859. 


Total life insurance in force amounted to $1,096,405,179. 


EDMUND P. TOBIN, President 


Our comprehensive Annual Report is available upon request 


NEW YORK, N.Y. 








Frank E. Gerry 


MILES M. DAWSON & SON, INC. 


Consulting Actuaries 


1014 Hope Street 
Springdale, Cenn. 














Bourse Building 


E. P. HIGGINS & COMPANY 


Consulting Actuaries 
Auditors and Accountants 


Pension Consultants 
Philadelphia 6, Pa. 
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needs. I, therefore, recommend in- 
surance highly for the young man 
starting to carve out a career in 
the business world. 


SAMMY KAYE 

Bandleader and Recording Artist 

Anyone in the entertainment 
business can vouch that, without 
insurance, the future has a grim 
overcast. Retirement plans in the 
entertainment world are set in 
motion and become reality with 
the solid foundation of insurance 
behind them. I always give insur- 
ance plans the four star rating, 
reserved for only the best presenta- 
tions. 


AVERY BRUNDAGE 

President, U.S. Olympic Committee 

My first life insurance was pur- 
chased shortly after I graduated 
from the University and started to 
work. Since then I have substan- 
tially increased the amount carried 
and from time to time have pur- 
chased large sums of term insur- 
ance in addition. 

Having paid all these premiums 
without any return one might con- 
sider this a poor investment. This 
would, however, be a most errone- 
ous assumption. The assurance 
that loved ones will be cared for 
in the event of untimely death, not 
to speak of the accumulated cash 
values, leave the possessor of a 
life insurance policy in a much 
better frame of mind to face the 
world. 


KATE SMITH 


Recording and radio singing star 


One way to insure a contented 
way of life is to first insure the 
tangible articles of life surround- 
ing man every day. The average 
man finds insurance the best 
method to approach the desired 
status of security for his family. 
Fortunately, he is able to select 
and choose from the many plans 
offered, those which suit his needs 
best. This availability of choice is 
further proof of the validity of 
the insurance program. 
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Insurance Building Facts 


TAMPA, FLORIDA. Royal-Globe 
marked completion of its new field 
office building with open house 
ceremonies in June. The one-story 
concrete structure has a brick fa- 
cade and large picture windows. 

SOUTHFIELD, MICHIGAN. Macea- 


bees Mutual Life will build a $2,- 
000,000 home office on a ten-acre 
site. Two stories with a full base- 
ment. 80,000 sq. ft. The building 
will be ready in about 15 months. 
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Dallas, Texas. Praetorian Mutual Life has 
recently completed reconstruction on its 53 
year old office building. The original struc- 
ture has been modernized to conform to 
the new addition. The addition has doubled 
the ground area, giving 170,000 sq ft. of 
office space. Architect: Grayson Gill, Inc., 
and general contractor: Henry C. Beck, 


both of Dallas. 


CELINA, OHIO. Celina Insurance 
Group Companies have begun 
building a new home office to cost 
$1% million. Plans include expan- 
sion for ten years’ growth without 
adding to the structure. Provisions 
have been made for extending the 
wings and increasing the number 
of stories. 

LOUISVILLE, KENTUCKY. Inde- 
pendence Life and Accident will 
begin construction of a three story, 
29,188 sq. ft. office building to 
house its 75 employees. Architects: 
Nevin & Morgan. 

BLOOMINGTON, ILLINOIS. Country 
Life and Country Mutual have 
moved into their three-story home. 
Located on a 65-acre tract, the 
building will also house the Illinois 
Agriculture Association and other 
affiliated companies. 
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KANSAS CITY, MISSOURI. Business 
Men’s Assurance has broken ground 
for a 19-story steel and glass home 
office building to be erected on Sig- 
nal Hill. The building will rise 
from a brick plaza with an area of 
77,000 sq. ft. White marble and 
grey tinted glass for exterior work, 
with five-foot overhangs at each 
floor level. 300,000 sq. ft. of space. 


Designed by Skidmore, Owings and 
Merrill of Chicago. @ 


LANCASTER, PENNSYLVANIA. Educators 
Mutual Life has moved into its half-million 
dollar office building. It is two level brick, 
on 14 acres, with 25,000 sq. ft. of working 
space. At the open house program, dem- 
onstrations of the tabulating, addressing, 
and printing operations were given. 





sional distinction to 


help its fieldmen. 





Its Name Indicates Its Character 


Because the C.L.U. degree brings profes- 
life insurance careers, 
Lincoln Life salutes the C.L.U. movement and 


encourages C.L.U. study. 


And Lincoln Life’s extensive training pro- 
grams better equip the LNL agent to partici- 
pate in C.L.U. work — another reason why 
Lincoln Life agents know they are building 


their careers with a company that is geared to 


a 
we Lincoln 
NATIONAL Life 


INSURANCE COMPANY 


Fort Wayne, Indiana 


Distinction 











COVERAGES AND FORMS 


Package Plan Offers Rate 
Savings to Motels 


Numerous perils are covered but protection calls for close 


underwriting and a special manual is required 


THE PACKAGE POLICY 
FOR MOTELS 


Form A 


Q. What companies write this 
form? 

A. It is written by fire and cas- 
ualty companies. 

Q. How is it written? 

A. As a package policy incor- 
porating a number of perils in a 
single contract. 


Coverage 


Q. What does this form provide? 

A. The policy is divided into two 
sections. Section I provides mate- 
rial damage protection, fire, light- 
ning, the extended cover forms, 
certain water damage coverage, 
sprinkler leakage, collapse of 
buildings, glass breakage (limited 
form), loss due to weight of snow, 
ice or sleet, covering both build- 
ings and contents comprising the 
motel. Two deductibles of $50 
each are available. The wind- 
storm and hail deductible is man- 
datory in many states. The other 
applies to all perils except fire 
and lightning. 

Section II insures the liability 
exposures, other than automobile 
claims, on a comprehensive basis. 
Both bodily injury and property 
damage are included. The word 
occurrence has been substituted 
for the term accident to broaden 
the protection. 
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There are some differences in 
various company forms. 


Exclusions 


Q. What are the exclusions? 

A. The coverage rules. Limita- 
tions of the individual forms also 
apply to the special motel policy 
in most instances. The individual 
policies should be checked. They 
vary. The protection under this 
package policy is broader, how- 
ever. 


Rates 


Q. What are the rates for this 
coverage? 

A. The material damage pre- 
miums are computed in the usual 
manner. Proper credits are 
granted for co-insurance and the 
selected deductibles, on a three- 
year basis. The final result is dis- 
counted 25 per cent. Section II 
rate tables are separately computed 
for this form, also with a 25 per 
cent reduction from manual. 


Form B—A Flexible Policy 


The special motel policy is a 
flexible contract. In addition to 
the forms cited, the policy may be 
extended by the purchase of the 
following option forms: 

Section I: Broad form personal 
theft. This includes burglary, 
theft and robbery, losses of mer- 
chandise, furniture, and fixtures. 
Plate glass—broad. Business in- 


terruption. Building improve- 
ments (for tenants). Neon signs, 
though the discount does not ap- 
ply to the premium for this cov- 
erage. It seems every motel has 
one large (and expensive) sign set 
up near the entrance. Some have 
a number of them. 

Section II: A number of cas- 
ualty coverages may be added for 
an additional charge. These in- 
clude personal injury, which may 
be substituted for bodily injury 
to afford such extra protection as 
false arrest. Products liability to 
cover consumption and use claims 
arising out of sales on the premises. 
Medical payments. Comprehen- 
sive personal liability. Innkeep- 
ers legal liability. Saddle animals. 
Watercraft. 

Criminal loss forms may also 
be included to round out the pro- 
tection. These include »urglary, 
robbery and theft, loss of money 
within and outside of premises, 
counterfeit currency, depositors’ 
forgery and fidelity bonds. 

Q. What other advantages are 
included in the policy? 

A. Off premises coverage ap- 
plies up to 10 per cent of the pol- 
icy limit, but not to exceed $5,000, 
including transit perils by motor 
vehicle. 

If the amount of building cover- 
age equals at least 80 per cent 
of the structure’s replacement 
cost, depreciation will not be ap- 
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plied to any loss adjustment on 
the building. 

At the option of the policy- 
holder, property of guests may be 
covered with a per guest maxi- 
mum of $100 and an aggregate 
limit of $500. 


Deductibles Vary 


The loss deductibles vary with 
the size of the claim. As the loss 
amount increases, the deductible 
reduces until the loss exceeds 
$500. At this point it is waived 
by the company. 

If the building and contents of 
the motel are under one owner- 
ship, both items must be covered 
under one policy. The basic cov- 
erages under sections I and II are 
mandatory. 


Closely Underwritten 


There are a number of cover- 
ages found in the basic policy, or 
which may be added as optional 
perils, which are generally sub- 
ject to close scrutiny by the un- 
derwriters, especially coverages 
under the optional group. 

False arrest and detention 
claims can be expensive and diffi- 
cult to handle for a hotel risk. It 
would seem that a motel has even 
less opportunity to check identi- 
ties than the usual hotel. Inn- 
keepers’ legal liability insurance 
has never been attractive to the 
companies, even with maid service 
on every floor. While motels origi- 
nally provided only sleeping fa- 
cilities, many of them now have 
elaborate restaurants. As guests 
usually remain only one or two 
days at a motel, checking prod- 
ucts claims creates a further dif- 
ficulty. Many _ establishments 
maintain swimming pools, often 
without lifeguards. 
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le 
Know A Prospect Like This? 





Young man with high potential. And a growing 
paycheck. Not big enough yet for all the permanent 
protection he needs. But it will be someday. 


In the meantime, he needs a big chunk of protection. 


You can supply it. With Change-Easy Term. 


Here’s coverage he can afford now. Later, when his 
budget isn’t so tight, you may convert him to life- 
long insurance. 


Occidental advertising (in Time and Sports 
Illustrated) is pre-selling this young man, and 
millions like him, on this sound way for him to 
become protection rich, not insurance poor. 


Make sense to him? Ask him and see. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles / Earl Clark, C.L.U., Vice President 


We pay Lifetime Renewals...they last as long as you do! 





These Monthly Letters Are 


Imprinted Especially for You To Create Prestige: 

Seat ment omer | | ERCEE En Peat bcvict ner ee aces 
: i ||P Figim ok . “— 
to campute the oremiun fur cea. | | BUSINESS SECURITY . . . INSURANCE BUYERS NEWSLETTER 

pI ageggg. sag — Write for Sample Copies 

erage under Section II. It is also | | CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 
well to have a coverage chart to | 180 W. Adams Street, Chicago 3, Ill. 

facilitate the explanation of pro- 
tection afforded. These charts in- 
dicate the basic coverages and 
the additional exposures which 
may be included under this spe- 














WOODWARD AND FONDILLER, INC. 


cial package policy. A total of 21 Consulting Actuaries *« Systems Analysts - Insurance Accountants 
forms may be incorporated in most 420 Madison Avenue. New York 17, New York 


company forms, of which 15 are | NEW YORK DALLAS LOS ANGELES 
optional. @ | 
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PRODUCTS,SERVICES 


Charts and Instructions 
In Kit for Boiler Care 


Periodic safety checks and proper cleaning 
give maximum protection against boiler mishaps. 


The Hartford Steam Boiler In- 
spection and Insurance Company 
offers, free of charge, for owners 
and operators of power equipment, 
boiler log kits. One for low pres- 
sure and one for high pressure 
power boilers. Charts with check 
spaces for all the important read- 
ings have recommended instruc- 
tions and cleaning directions 
printed at the proper intervals. 
Charts for the boilers give instruc- 
tions for the care and operation of 
the boilers. 


For Further Information Circle 58 on Card 


Portable Dictation Unit 
Weighing only six and one half 
pounds, and measuring 214 x 614 x 
104% inches, the new IBM portable 
dictation unit can be used for field 
work, inventory-taking, sales, and 


many varied professions, as en- 
gineering, geology, medicine and 
sports. Powered by five flashlight 
batteries of standard size, the 
‘““‘magnabelt” tape holds 14 minutes 
of recordings and can be used re- 
peatedly. The tape can be folded, 
stored, or mailed. Price is $385. 

(Company: International Busi- 
ness Machines.) 
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ADT Protection Services 

The many protection § services 
against fire, burglary, holdup, and 
other hazards that ADT systems 
cover have been graphically de- 
scribed in the company’s new pam- 
phlet titled “ADT Protecting Life, 
Property, and Profits.” The book- 
let, with pictures showing the lay- 
outs and devices used, covers 12 
services that American District 
Telegraph Company offers. These 
include waterflow alarm service, 
automatic fire detection, automatic 
smoke detection service, three types 
of burglar alarm systems, intrusion 
detection, industrial process super- 
visory systems, and watchman’s re- 
porting service. 

(Company: 
Telegraph. ) 
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American District 


Guideposts for Training Clerks 


A report outlining the principles 
of clerical training has been pub- 
lished by the Life Office Manage- 
ment Association. “Clerical Skills 
Manual,” Report Number 13 of the 
Personnel Administration Commit- 
tee, also lists the sources of help 
available when a company is con- 
sidered training clerical personnel. 

The 37-page report gives guide- 
posts to aid each company that may 
have a problem in training and 
seeking ways to solve that problem. 
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For more information on one or more of these 
items, tear out the reply card. Circle on it the 
number or numbers matching the figures following 
each item in which you are interested. Fill in the 
blanks, sign your name and mail the card. 

This reply card is not an order blank. Please do 
NOT send money to THE SPECTATOR. Card merely 
tells the supplier that you want, without obligation, 
more information about his product or publication. 


Six areas of clerical skills are cov- 
ered: file training, typist training, 
machine transcription training, 
calculating-machine operator train- 
ing and telephone training. A 
bibliography of reference sources 
follows each report. Copies are 
available at $3.25 each, from Life 
Office Management Association, 110 
East 42nd Street, New York 17, 
N. ¥. 


Calculator Uses Short Cuts 


The Diehl V desk calculator au- 
tomatically selects the fastest way 
to do any multiplication. To mul- 
tiply by 9,982,991 takes only two 
seconds. Other features of this 
new calculator are stepped key- 
board, checking register, single 


keyboard multiplication with pro- 
grammed clearances and accumu- 
lations, automatic decimal place- 
ment in answers, automatic squar- 
ing, and automatic clearance. 
Price is $675. 
(Company: 
Machines, Inc.) 
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Diehl Calculating 


Fire Prevention Week 


A complete line of materials to 
promote the 1961 Fire Prevention 
Week is now available from the 


THE SPECTATOR 





National Fire Protection Associa- 
tion, international sponsor of the 
October 8-14 event. 

“Don’t Give Fire a Place to 
Start” is the theme of the atten- 
tion-getting two-color poster. The 
same message and illustration ap- 
pear on a coloring sheet for chil- 
dren and a blotter design for 
mailings. 

A new sticker is being offered 
which can be placed on work- 
benches, desks, tools and many 
other spots as a constant reminder 
that “Fires close plants... cut 
pay days.” 


For Further Information Circle 62 on Card 


Machine Converts For New 
RCA 601 


A new Simulator-Translator per- 
mits immediate and _ economical 
changeover from outmoded data 
processing equipment to the ad- 
vanced RCA 601. The new concept 
eliminates one of the principal 
problems in picking a suitable re- 
placement system for earlier type 
equipment. It avoids total loss of 
the investment necessary to ana- 
lyze, prepare, correct, and update 
the machine’s instruction programs. 

While the existing programs are 
being used on a temporary basis 
during the equipment changeover 
period, new programs oriented to 
take full advantage of the high 
speed RCA 601 can be written 
gradually. 

In operation, a Simulator-Trans- 
lator unit recognizes instructions 
which have been stored in the 601’s 

Continued on page 84 
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“Take the Home Office 
training program, for instance,” 
says Warren D. Rediger of the Ben Gadd Agency, Lincoln, 


Nebraska, who is serving on the Guarantee Mutual President’s 
Cabinet, the elite club of the Company’s 12 top representatives. 


“This program is the finest I know. I’ve compared notes 
with others at the MDRT. 


“From basic through advanced school and in seminars, 
Guarantee Mutual training brings out a man’s ability in 
planned stages. It gets him working smartly and quickly 
to his fullest capacity —then steadily expands that 
capacity. Believe me, 
this training is a major 
reason for my success.” 





21 INDIAN HILLS DRIVE 
OMAHA 14, NEBRASKA 


Guarantee Mutual Life Company 


LIFE * HEALTH e ACCIDENT ¢ SICKNESS ¢ HOSPITALIZATION 
Floyd E. Reynolds, CLU, Agency Vice President 
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high speed memory in the same 
form employed with the outmoded 
data system, then passes them 
along to the 601 for execution. 

(Company: Radio Corporation of 
America. ) 
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Fire Risk Selection 


Now available to interested com- 
panies and individuals in reason- 
able quantities without charge is a 
new booklet describing the funda- 
mentals that go into the sound un- 
derwriting of fire insurance risks. 
Report No. 4 of “A Guide to Sound 
Fire Insurance Underwriting,” this 
12-page publication is a condensa- 
tion of a chapter in a new book by 
Douglas M. Temple, CPCU, titled 
“What Is Insurance?” 
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A Record Year... 
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(Company: Sanborn Map Com- 
pany, Inc.) 
For Further Information Circle 64 on Card 


Burglar Alarm for Car 


Protection against car vandal- 
ism or burglary is afforded by the 
compact Sentinar Type V-A-S-1, 
adaptable for 6 and 12-volt sys- 
tems. The alarm works through 
the unbalance of the electrical 
system. The drain on the battery 
is low, drawing current only when 
the alarm is sounding. 


The Sentinar is controlled by a 
security key which is tamper 
proof, registered, and not pur- 
chasable from locksmiths. The 
alarm is set by turning the key, 
and is actuated when the hood is 
raised, trunk lid is opened, or 
doors are opened. The alarm blows 
the horn and flashes the lights for 
two minutes, automatically re- 
setting itself. Any attempt to 
cross wires or jump wires or short 
circuit the electrical system will 
set off the alarm. Installation 
takes 30 minutes, under dash or 
hood. Price is $28.95. 

(Company: Sentron, Inc.) 
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Shooting sky-high above the industry average in sales, North 
American Life established a record increase of 28.9% life volume 
in sales during 1960 over the previous year. 


A Significant Mark... 
Our 1960 record becomes more significant with the realization that 
our company has provided life insurance coverages for 54 years, 


Low Volume Credit System 


A service giving low volume in- 
stalment credit operations the ad- 


and is presently doing business in thirty states. During the last six 
years our growth has increased a remarkable 162%. 


You Can Grow With Us... 

Our pace-setting tempo didn’t just happen, it was planned. Planned 
and built by men like yourself. North American’s growth program 
is gaining momentum and is presently searching for qualified men. 
Why not inquire in strict confidence today? Direct your inquiry to 
Ronald D. Rogers, CLU, Vice-President and Director of Agencies. 


“ Eountrys Friendliest Company if 


NORTH AMERICAN LIFE 


a), Se 


North American Building 


aylany OF CHICAGO 


Chicago 3, Illinois 


vantages of procedures in use by 
establishments many times their 
size is now available from Bankers 
Business Service, a new division 
of Cummins-Chicago Corporation. 
The only cost is a flat charge for 
each account. Some of the benefits 
in using this service are immedi- 
ate knowledge of delinquencies 
the same day they are past due; 
a complete breakdown of loans 
available at all times; payment 
coupons carrying advertising of 
other .services of the company; 
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and mailing costs reduced by as 
much as 95 per cent. 
(Company: Bankers Business 


Corporation.) 
For Further Information Circle 66 on Card 


Seat Belt Reminder 


To increase the use of automo- 
bile seat belts after they have been 
installed, Chrysler and Imperial en- 
gineers have developed an experi- 
mental electric reminder. The de- 
vice is an instrument panel warn- 
ing light which flashes red until the 
seat belts have been fastened. 

The system employs a commonly 
used type of electric circuit. Wir- 
ing runs from the belt under the 
floor cover and is connected to a 
warning light flasher. When the 
ignition is turned on, the light 
flashes until the belt is fastened. 

For information, write to the 
Chrysler News Bureau, 1600 Pe- 
nobscot Building, Detroit 26, Mich. 


Salary Rating Studies 


Two reports on salary adminis- 
tration have been released by the 
Life Office Management Associa- 
tion. Personnel Administration 
Committee Report No. 12, “Salary 
Administration Communication,” is 
a 43-page report describing the 
areas in which a company can com- 
municate information about its 
salary program. It illustrates how 
some companies are using various 
communication media to get better 
acceptance of their salary pro- 
grams. 

A supplement to Report No. 11, 
“A Salary Administration Bibli- 
ography and Reference Guide,” is 
the second report. It contains an 
annotated list of books, pamphlets, 
reports, and magazine articles pub- 
lished on the subject of salary ad- 
ministration since the guide was 
issued two years ago. 

Copies are available at $3 for 
“Salary Administration Communi- 
cation,” and $1.50 for the Supple- 
ment to “A Salary Administration 
Bibliography and Reference 
Guide,” plus postage and handling 
for both. For further information, 
write to Life Office Management 
Association, 110 East 42nd Street, 
New York 17, N. Y. 
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Sec ys rity 
... 4 sure thing? 


In this uncertain world, you can count on this: security is 
achieved as a by-product of productive work, not as an end 
in itself. And you can be doubly sure of succeeding with 
Security-Connecticut — because this multiple-line company 
offers you contingent-commission and profit-sharing contracts 
for qualifying business, policies priced to meet direct writer 
competition, shaped to sell with modern features like monthly 
payments and deviated policies. 

Your own security, prosperity,long-term success depends in 
no small measure on Security- Connecticut —the one multiple- 
line company pledged to the American Agency system, the 
single source for all these lines: 
life e accident e fire e casualty e group e automobile e marine 
e bondse and all other forms of personal business insurance. 


The % 
Security « Connecticut 
Insurance Group 


New Haven 6&6, Connecticut 


\ 


fj FOUNDED “4. 


EN RRR AM i AE 


Security Insurance Company of New Haven 
Connecticut Indemnity Company 
Security-Connecticut Life Insurance Company 

Fire & Casualty Insurance Company of Connecticut 
Founders’ Insurance Company 


SECURITY IS 
OUR PRODUCT 
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Hazard Hunting Is Big Game 
Employers interested in low 
absentee rates may wish to dis- 
tribute to employees a new booklet 
called “Hazard Hunting.” Prepared 
especially to encourage off-the-job 
safety, the National Safety Council 
publication points out home and 


recreation hazards. The 10 page il- 
lustrated booklet shows how to 
avoid hazards indoors, outdoors, 
and on the highway. 

(Company: National Safety 
Council) 
For Further Information Circle 67 on Card 


Half-size Two-way Car Radio 
General Electric has added a 
new trunk-mount two-way radio to 
its transistor line of vehicular 
communications equipment. A new 
control head half the size of pre- 





Seldom do you find a chance like this! Mid- 
land National has several GENERAL AGENCY 
opportunities for experienced life insurance sales- 
men in the following states: California, North 
Dakota, South Dakota, Iowa, Missouri, Nebraska, 
Wyoming, Montana, Oregon and Idaho. 


This once-in-a-lifetime opening offers the man 
selected an exceedingly high commission scale, 
profitable override, liberal production and persis- 
tency bonuses. Financing is available. 


To the man who qualifies Midland National 
Life offers the finest field training, an excellent 
sales promotion program and a modern portfolio 
of competitive Life and A & S policies that are 
hard to beat! 


Apply only if you are an aggressive self- 
starter and can qualify to meet the responsibilities 
for organizing a successful General Agency. In- 
clude in your letter a complete summary of your 
personal and business history. 


William A. Rigsbee, Executive Vice President 


Midiand National 
LIFE INSURANCE COMPANY 


HOME 


OFFICES Watertown, South Dakota 


ey 
| 


RARE 


OPPORTUNITY 


vious control units has been de- 
signed for use on a car’s dash- 
board, with the basic radio in the 
trunk. The control unit is small 
enough to fit into the palm of the 
hand. 





The control head has a three- 
position switch—off, standby, on. 
When the switch is on “standby”, 
the radio is ready to receive a call 
and consumes only .040 amperes 
from the battery. The equipment 
is available in high band and low 
band frequencies, and power out- 
put up to 100 watts is available. 

(Company: General Electric. ) 
For Further Information Circle 68 on Card 


Office Forms Burster 


A new continuous forms burster 
eliminates the use of knives, slit- 
ters, or hammers. Manually oper- 
ated, it will burst all forms 3 to 
11 inches long and up to 15 inches 
in width. The Davis Automatic 
Burster is simple to use. A single 
knob automatically adjusts the ma- 
chine for both proper form length 
and feed tray setting. It is jam 
resistant and crease resistant. Cost 
is $225. 

(Company : 


pany.) 
For Further Information Circle 69 on Card 


Tech Panel Com- 


Unemployment Examined 


The problems and trends of un- 
employment in the United States, 
past and present, are carefully ex- 
amined in “Automation and Unem- 
ployment,” published by the Cham- 
ber of Commerce of the United 
States. This 34-page booklet covers 
types of unemployment, its prob- 
lems, the different approaches, 
compensation, retraining depressed 
areas, labor mobility, and growth. 
The booklet is available at 50¢ each 
for 1 to 9 copies, with reductions 
on larger quantities. For informa- 
tion write to Economic Research 
Department, Chamber of Commerce 
of the United States, Washington 
6D? C. 

Continued on page 89 
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How Families Buy Health Care 


A recent study, supported by the Health Information 
Foundation, delves into patterns of family spending for 
health care. Information appears in a book titled “Family 
Spending Patterns and Health Care.” The author, H. Ashley 
Weeks, is a sociologist at the University of Michigan. 

The book concludes that the amount spent on health care 
is governed more by a family’s social and cultural back- 
ground than by its income. According to the author, fam- 
ilies who budget, who buy on time and on impulse are more 
likely to put off medical care. “Some people,” states the 
book, “tend to accept as inevitable a lesser degree of well- 
being and do little or nothing to improve it.” $3.50. 

(Harvard University Press.) 


For Further Information Circle 267 on Card 


70 


7 26 35 44 53 62 71 


60 69 
8 27 36 45 54 63 72 


50 59 68 


30 39 48 57 66 
40 49 58 67 


32 4! 


19 28 37 46 55 64 
5 24 33 42 51 


20 29 38 47 56 65 


22 31 


Send me more information on items circled below from your August, 1961, issue. 
6 25 34 43 52 6I 





Rs cn cr dade budksesacedcaccd 


Remarks ...... 





New Edition of “Modern Life Insurance” 


“Modern Life Insurance” has appeared in a third edition. 
The authors, R. I. Mehr and R. W. Osler, describe the new 
publication as “65 per cent rewrite.” There is also re- 
arrangement and much new material, including a new open- 
ing chapter titled “What Life Insurance Is All About.” 

An appendix to the chapter on premium computation 
explains the formulas and equations used in calculating 
premiums. A similar appendix to the chapter on financial 
management gives formulas for calculating reserves. These 
indicate the greater attention to technical detail in the new 
edition. Special features are the integrated treatment of 
life and health insurance, discussions of business health 
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insurance, and two chapters on programming income in- 
surance. 

The 1956 edition of this book won the Elizur Wright 
award from the American Association of University Teach- 
ers of Insurance. 

(Publisher: Macmillan Company.) 
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Annual Study of Fraternal Societies 


The 1961 edition, “Combined Statistics and Consolidated 
Chart of Fraternal Societies” reports on 167 societies in 
the U. S. Insurance in force, number of lodges, total new 
insurance written, total assets and benefits paid are given. 

The valuable reference book gives management facts, 
rates and financial information about each society. As an 
additional aid, it shows 32 pages of sales aids and tabies. 
These illustrate the need for mortgage insurance, clean-up 
funds, dependency period income, and funds for college 
costs and taxes. 275 pages. $4.20. 

(Publisher: The Fraternal Monitor.) 
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Social Security Benefits in Many Countries 


“Minimum Standards of Social Security” is the latest 
report issued by the International Labor Organization. 
Study first sets forth the general rules controlling the study. 
Succeeding chapters then indicate various phases of a com- 
plete social security program as they are followed in 
various countries. Fifty or more countries supplied reports. 

The study deals with nine kinds of benefit. These are 
medical care, sickness, unemployment, old age, employment 
injury, family benefit, maternity, invalidity, and survivors’ 
benefit. An index lists by country the principal legislation 
affecting social security. 240 pages. 75 cents. 
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Business Cards and 
Items Catalogue 


A 32-page catalogue lists items 
available for the insurance man 
who wants to keep his name before 
the public. Business cards in many 
styles, holders for the cards, let- 
terheads, relief work, calendars, 
personal paperweights, and vari- 
ous gifts are listed in this booklet. 
Catalogue sent free on request. 

(Company: Relief Printing Cor- 
poration.) 
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Low Cost Office Pens 


Priced with the single use ball 
pens, these new pens take standard 
sized refills. Points are available 
in four point styles—fine, extra 
fine, medium, and broad. Colors are 
blue, black, red, and green. Inks 
reproduce in both “wet” and “dry” 
systems. 


(Company: Henry Ginnel & Com- 
pany.) 
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Business Index Expands Coverage 


“Business Methods Index” has 
expanded its coverage with the 
addition of four new sections— 
Business Education, Executive 
Development, Public Administra- 
tion, and Personal Business. The 
Index now provides a monthly re- 
porting service on the new avail- 
able literature for 23 functional 
business fields, including account- 
ing, advertising, finance, market- 
ing, and insurance... Coverage is 
international, and includes books, 
pamphlets, periodicals, maps, films, 
surveys, and government publica- 
tions. Price $12 per year. 

(Company: Keith Business Li- 
brary.) 
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Film on Glass Packaging 


Film tells story of battle against 
glass breakage. Industries in 
transportation, insurance, and 
glass and packaging fields will be 
able to receive, free of charge, a 


loan copy of the film “The Safe- 
pack Story.” Produced by Film 
Associates of Michigan, Inc. the 
film shows packaging techniques 
for transit. 10 minutes, sound and 
color in 16 mm. 

(Company: Shatterproof Glass 


Corporation. ) 
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Automobile Statistics 


The 1961 edition of “Automobile 
Facts and Figures” has been pub- 
lished by the Automobile Manufac- 
turers Association, Inc. The 73- 
page booklet covers factory sales, 
ownership and registration figures, 
comparisons with other sales, sales 
of related products, tax rates, and 
miles traveled to different locations 
and areas with death rates listed 
by different causes. The booklet is 
punctuated by many graphs and 
charts. It lists by states, occupa- 
tions, sex of drivers, and types of 
vehicle and business. 

For information, write to the 
Automobile Manufacturers Associ- 
ation, Inc., 320 New Center Build- 
ing, Detroit 2, Mich. 
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THE R & R READY REFERENCE POCKET MANUAL 





3°* x 4%"" 
440 PAGES — GOLD STAMPED 
LEATHER GRAINED COVER 


123 West North St. 





INVESTMENT COMPETITION @ 


THE BIGGEST “LITTLE BOOK" IN LIFE INSURANCE! 


Look at the tremendous scope of this outstanding book! 


THE PROSPECT'S THINKING @ SALES PROSPECTS AND NEEDS 
@ PROSPECTING AND TELEPHONE USE @ POWER PHRASES @® HANDLING OBJECTIONS @ 
PROGRAMMING @ ESTATE PLANNING HELPS @ BUSINESS 
INSURANCE @ TOP SALES IDEAS @ PRACTICAL CHARTS AND TABLES 


and that's not all 


1. The Supplement contains all the latest information on Social Security, National Service Life Insurance, 
Servicemen's and Veterans’ Benefits and Federal licome, Estate and Gift Taxes! 
2. The R & R READY REFERENCE POCKET MANUAL is alphabetically arranged, and cross-indexed for 
instant reference! You can find what you need in seconds! 
Special Note: Whenever we publish a new edition of the Pocket Manual, orders come in faster than our 
printer can get the books to us. To avoid waiting, order at once! 
PRICES—Single copy, $3.85; 2-9 copies, $3.73 each; 10-49 copies, $3.63 each; 50-99 copies, $3.55 each; 
100-249 copies, $3.50 each; 250 or more, $3.45 each. 
The ideal book for company and agency production awards, for birthday, anniversary, and other occasions 
when the gift "with just the right touch" is needed. 


THE RESEARCH & REVIEW SERVICE OF AMERICA, INC. 


Hilbert Rust, C.L.U., President 


Indianapolis 9, Indiana 
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Plan for Cerebral Palsied 


Combines Savings, Protection 


Commerce Insurance worked with United Cerebral Palsy 
Association to devise new type of insurance contract 


A unique plan for the handi- 
capped covers victims of cerebral 
palsy. An investment benefit pays 
the policyholder at the end of ten 
years a sum equal to the added pre- 
miums he paid as a special risk 
during that time. The insured may 
leave this sum with the company 
at an interest rate of not less than 
4 per cent. At the end of the tenth 
year, the cost reverts to a standard 
premium. At the end of 20 years 
the policy is paid up for $1,000 
plus certain cash benefits. Or the 
policyholder may surrender the 
contract for a total cash payment 
of $785. Annual premium at all 
ages is $60 for the first ten years. 

To be eligible, the proposed in- 
sured must be at least 7 years old, 
and have attended one or more 
years at a public, private, or voca- 
tional school. Contract is available 
to age 35. 

(Company: 
ance, Chicago.) 


Commerce _Insur- 
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“Host” Liability Insurance 


Companies that serve liquor at 
entertainments may now obtain 
liability insurance. Coverage is 
similar to that offered commercial 
liquor dealers. Geo. F. Brown & 
Sons, special risk underwriters, 
have announced the plan. 

Available in all states, it pro- 
tects against damage suits arising 
from consumption of liquor at com- 
pany-sponsored events. These in- 
clude open house ceremonies, holi- 
day parties, and “hospitality” par- 
ties at convention and trade shows. 
Annual premium ranges from $50 
to $190. 


For Ferther Information Circle 257 on Card 
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Package for Farm Dwellers 


Farmers can now get a new 
Farmowners package containing 
two mandatory coverages plus op- 
tions. The mandatory portions are 
broad form fire plus liability and 
medical payments. 

Minimum face amount is $6,000 
on the dwelling with 40 per cent ap- 
plying to the unscheduled personal 
property on owner-occupied farms. 
A similar package for tenant farm- 
ers has a minimum requirement of 
$2,500 on personal property. 

Optional additions include fire, 
lightning, and extended coverage 
on out-buildings, farm to market 
cargo, livestock floater, and a num- 
ber of others. 

Sales have already started in 
South Dakota, Illinois, Iowa, Ne- 
braska, Colorado, and Wyoming. 

(Company: Hawkeye-Security In- 
surance. ) 


For Further Information Circle 253 on Card 


Dental Plan in New Jersey 


An insurance plan for dental care 
is being offered to groups of 100 
or more members through the co- 
operation of the New Jersey Dental 
Society. Contract offers compre- 
hensive coverage for every kind of 
dental care from a dentist of the 
patient’s choice. Cost per year for 
the family on a group basis is 
about $115. 

(Company: 
ualty.) 


For Further Information Circle 259 on Card 


Continental Cas- 


Supplements Group Disability 

A new income disability income 
policy was especially designed to 
supplement existing group or sick- 


WHAT THE NUMBERS MEAN 


If you would like more information about one or 
more of the policies or lines reviewed here, circle 
on the card between pages 86 and 89 the number 
or numbers following those items. Write your name 
and address on the card and drop it in the mail. 





leave plans. This is done by means 
of a rider for extended total dis- 
ability. 

Where the prospective insured 
already has insurance covering a 
certain period, he may apply for 
“expanding” coverage. This would 
pay lower disability benefits for 
the first six months and higher 
amounts for a_ selected period 
thereafter. A supplementary rider 
pays lifetime benefits for acci- 
dents. 

Plan is participating. House con- 
finement is not required. 

(Company: General 
Life. ) 


For Further Information Circle 260 on Card 


American 


New Major Medical 


A new non-cancellable Major 
Medical and Hospitalization Ex- 
pense policy is on the market 
Guaranteed renewable for life, it 
provides benefits of $5,000 or $10,- 
000 with deductible amounts rang- 
ing from $300 to $1,000. 

(Company: Jefferson National 
Life. ) 


For Further Information Circle 261 on Card 


“Blank Film” Insurance 


Film processors can now insure 
their customers against blank or 
otherwise spoiled film. The insur- 
ance can be modified to fit the 
needs of black-and-white, color, 
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still and movie film processors. 

It covers the cost of replacement 
of the blank film up to a maximum 
amount specified in the processor’s 
policy. The plan is available to 
processors who deal directly with 
photographers as well as_ those 
who handle work for photo supply 
stores and others. 

(Company: Interstate Fire & 
Casualty.) 


For Further Information Circle 262 on Card 


Professional Students Covered 


A Professional Estate Provider 
allows the young professional to 
buy permanent life insurance while 
still in school or training. Policy 
is available to all medical, dental 
and allied professional juniors, 
seniors, internes, residents, and 
young practitioners. It is an in- 
creasing benefit whole life plan 
with no premium or interest pay- 
ments during the first three years. 


(Company: Franklin Life.) 
For Further Information Circle 263 on Card 


Income Protection Plans 


A new line of income protection 
policies is non-cancellable. The 
plans are also guaranteed renew- 
able to the insured’s 65th birthday. 
Benefits periods may run up to age 
65 for men, There is a choice of 
elimination periods. Up to 180 days 
is now available on both short and 
long term policies. Optional bene- 
fits include partial disability for 
accident only. On long term policies 
the partial disability benefit covers 
both accident and sickness. 

A new rate structure carries 
lower premiums in most areas. A 
new job class listing offers more 
liberal ratings on many occupa- 
tions. 

(Company: Provident 
Life, Philadelphia. ) 


For Further Information Circle 291 on Card 


Mutual 


Flexible Plan for Children 


Issued on the lives of children 
up to 10 years of age, a “College 
or Opportunity” plan is available. 
For each unit face amount is 
$2,000 to age 18. Cash value is 
then $1,000. The policy recognizes 
that frequently the cash value at 
18 is not needed for educational 
purposes. In that case, premiums 
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may be continued to age 65, or pol- | 
icy may become paid-up insurance. | 

In either case the benefit be- | 
larger than the original | 


comes 
face amount. Insurability is thus 
guaranteed up to the ultimate 
amount of insurance, which is fig- 
ured on the age of the child when 
the policy was first issued. 


(Company: California Life.) 
For Further Information Circle 202 on Card 


Accident Plan for Families 


An accident policy for families 
is guaranteed renewable to age 80. 
Coverage pays $200 a month in- 
come for life when hospitalized or 
confined at home under medical 
care. Principal sum is $5,000 for 
accidental death while riding or 
driving in any auto, bus or truck. 
Entire family is covered for $1 the 
first month. Thereafter premium 
is $1 per month for each member 
of the family insured. 

Applicant cannot have been in- 
volved in an auto accident during 
the previous 12 months, nor ever 
in an accident resulting in loss of 
life or property damage of $1,000 
or more. 

(Company: 
Insurance. ) 
For Further Information Circle 203 on Card 


Vermont Accident 


New Contracts & Policies Notes 


AMERICAN HOME ASSURANCE, 
New York, has added health insur- 
ance to its portfolio. Specialty 
forms and special rates have been 
filed in several states. Firm is a 
member of American International 
Groups. 

CONFEDERATION LIFE ASSOCIA- 
TION, Toronto, has broadened ben- 
efits under its Family policy. 
Formerly term insurance on all 
children in the family was subject 
to a $10,000 maximum. Now pro- 
tection up to $2,000 for each child 
is available, regardless of the num- 
ber of children in the family. Pre- 
mium rates remain the same. New 
benefit applies to all existing Fam- 
ily plans. Company has also in- 
creased its quantity discount. For 
the first time separate discounts 
have been set at $50,000; $100,000 
and $200,000 levels. 

EQUITABLE LIFE OF IOWA has 

Continued on page 92 


What will his father’s retire- 
ment mean to this little boy ? 
“Support” or “independence”? 
The answer may depend on you. 
As a life insurance counsellor, 
you can solve dad’s problem 
with a Great-West retirement 
plan that will guarantee finan- 
cial independence. Great-West 
Life has a wide range of annu- 
ity plans, par and non-par, that 
will meet a father’s need and 
circumstances. 

Many brokers find in Great- 
West Life a satisfactory answer 
to this problem — so can you. 
Call or write our nearest office 
today: 

THE 


Great-West Life 


ASSURANCE COMPANY 
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An insurance company is strong when its strength derives from 
all G6 of these sources: its assets; its surplus; its underwriting 
judgment; a trained and happy home-office personnel; a loyal 
and satisfied body of local agents; and, last but not least, the 
confidence of its policyholders. All these PLM enjoys in abun- 
dance. Why not write us. 


A MULTIPLE LINE COMPANY 
“Founded in the Birthplace 
of American Mutual Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building « Philadelphia 7, Pa. 
Regional Offices in New York, Los Angeles, Charlotte, N.C., Phoenix, Ariz. 
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CONTRACTS,POLICIE 


Continued from page 91 


added a new One Year Term pro- 
vision for its ‘“‘level-benefit’”’ Split 
Dollar plans. 

KING COUNTY Medical Service 
Corporation, Seattle, held a new 
enrollment period for senior citi- 
zens during July and August. Plan 
covers doctors’ services on a paid- 
in-full basis per covered condition 
in the hospital, plus care in office 
and home for accidental injuries. 

MASSACHUSETTS MUTUAL LIFE 
has extended its standard rating 
for private pilots from 100 hours 
annually to those who fly not over 
200 hours annually. 

MUTUAL INSURANCE RATING BU- 
REAU has reduced auto liability 
rates for those owning two or more 
cars rated at Class 1. Reduction 
went into effect July 1 in 34 states 
and the District of Columbia. 

NORTHWESTERN NATIONAL LIFE, 
Minneapolis, has adopted a new 
conversion privilege for members 
of group hospital-surgical plans. 
When added to existing master 
group contracts, the conversion 
right permits employees who leave 
or retire to take individual cover- 
age without medical examination. 

SOUTHERN GENERAL, Atlanta, 
member of the Stuyvesant Group, 
offers renewal discounts in writing 
substandard auto liability. Policy- 
holders subject to a_ surcharge 
based on accidents, moving viola- 
tions and arrests receive a dis- 
count at renewal for accident and 
violation free periods. Maximum 
discount up to 45 per cent of the 
surcharged rate could be earned 
subject to a Bureau minimum. 

STATE FARM ASSURANCE wrote 
its first life policy in Wisconsin in 
July. Company, a member of the 
State Farm Group, began opera- 
tions in Illinois. 

STATE MUTUAL LIFE of America 
has reduced the extra premiums 
charged members of the armed 
forces engaged in aviation activ- 
ities. Rates for many pilots have 
been cut in half. 

ZURICH-AMERICAN’S Meritmatic 
auto plan became available in Vir- 
ginia early in July. @ 
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Milestones 


DWIGHT MEAD has been honored 
by Pacific Mutual Life for his ca- 
reer as a life insurance field under- 
writer, extending over 56 years. 
Founder and first president of the 
Seattle Life Managers Association, 
he also organized the city Accident 
and Health Association and in 1953 
served a term as_ international 
president. 

HERBERT J. BAUM in July com- 
pleted 52 years of service in the 
life insurance industry. A general 
agent for Protective Life, he has 
received the annual National Qual- 
ity Award annually for the past 17 
years and holds the honorary de- 
gree of Accredited Life Under- 
writer from NALU. 

WILLIAM S. HENDLEY, JR., agent 
for Mutual of New York and 
immediate past president of 
NALU, received the Carroll H. 
Jones “Life Underwriter of the 
Year” award in July. Award was 
instituted this year by the South 
Carolina Association of Life Un- 
derwriters. 


James A. Peirce (r.), director of the bureau 
of publications at John Hancock Mutual 
Life, is congratulated by Byron K. Elliott 
on receiving the International Council of 
Industrial Editors distinguished service 
award "For notable contribution to the ad- 
vancement of corporate communications." 


MASSACHUSETTS MUTUAL LIFE 
observed the 110th anniversary of 
its founding with a salute by the 
local Chamber of Commerce in 
June. 

WASHINGTON NATIONAL, Evans- 
ton, Ill., observed its 50th anniver- 
sary at a special convention for 
agents in Chicago, August 15 
to 18. 
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CONNECTICUT MUTUAL LIFE has 
issued its two-millionth policy to 
company president Charles J. Zim- 
merman, CLU, who named the 
American College of Life Under- 
writers as owner and beneficiary 
of the policy. Zimmerman cur- 
rently is vice chairman of the 
board of trustees of the College. 

EMPLOYERS MUTUAL CASUALTY 








ASSOCIATION of Iowa marks its 
50th anniversary this year. The as- 
sociation has prepared a brochure 
to commemorate their first half 
century. 

OCCIDENTAL LIFE’s public service 
booklet, “So, You’ve Been Elected 
Publicity Chairman” has passed 
the one million mark in distribu- 
tion. Booklet is given to volunteer 
press chairmen by more than 300 
daily and weekly newspapers across 
the country. @ 


Use the direct approach 
... Lo step up your sales 


@ Successful agents know the value 
of mail advertising in making and 
maintaining contact with clients and 
prospects. Many agencies were built 
in just this way: through carefully- 
written letters which explained 
changes and improvements in cover- 
age; opportunities to show savings in 
time or money; how to take fuller ad- 
vantage of service facilities; other 
benefits. This type of promotion was 
usually backed up by mail campaigns, 
directed to wider groups, and planned 
to obtain sales leads. 


This use of direct mail to support 
personal selling has always and still 
meets a basic need of the insurance 
producer. It’s fairly expensive, for it 
takes a substantial investment to keep 
a good mail program going—but will 
pay out. 

It’s here that we can help with a 
well-organized direct mail program 
that meets top professional standards 
in range and quality. Our special 
agents want to show it to you; better 
yet, how to put it to work at very low 
cost. Write us, today . . . Jet us kno 
when to call. 


GRAIN DEALERS MUTUAL 
INSURANCE COMPANY 


Indianapolis 7, Indiana 


Western Department: Omaha 2, Nebraska 


FIRE + CASUALTY + AUTOMOBILE + INLAND MARINE 
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MANAGEMENT 
SUCCESS and 
MONEY 


IDEAL NATIONAL OFFERS: 

© A Top Commission Contract 

e Complete Portfolio of Life, 
Accident, Sickness and Hos- 
pitalization — GUARANTEED 
RENEWABLE 

@ Personalized Audio-Visual 
Program. Family Security, 
Mother Insurance and Business 
Insurance 

@ Management Training — Ideal 
will hold its next full week. of 
management school in October 
— you can attend expense free 

© Get the full story on an Agency 
Minded Company 


Write in confidence. 
William |. Spere, Vice President 


INSURANCE COMPANY 


1415 South Main ¢ Salt Lake City 15, Utah 














EXPERIMENT WITH “SLEEP-LEARNING,” 
Self-hypnosis. Use your phonograph, recorder. 
Fascinating, educational. Insurance and sales 
courses available on tape and record. Details, 
catalog FREE. Sleep-Learning Research As- 
sociation, Box 24-TS, Olympia, Washington. 





THE OLDEST INSURANCE 
COMPANY IN THE WORLD 








L_. 55 FIFTH AVE., NEW YORK 
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INVESTMENTS 


Objectives Once Valid 


Can Become Outmoded 


EFENSE has always been a 
D vital word. Vital because it 
affects so many segments of our 
lives. The military believes that 
frequently the best defense is a 
strong offense. This is true as far 
as it goes but it is not always pos- 
sible to mount a strong offensive. 
To a large extent we must rely on 
the more passive type defensive 
measures whether applied to the 
military, to financial activities, or 
just every day living. 

We must also keep in mind that 
defense is not a static situation. 
What may be good protection to- 
day may not be tomorrow. Some 
twenty years ago the Maginot 
Line in Northern France was con- 
sidered the last word in military 
defense. The French sat behind 
the line fully confident that it 
would meet all contingencies. The 
nation did not realize that times 
were changing and that the Ger- 
mans with the highly efficient and 
mobile Panzer divisions were a 
new threat. We all know the Pan- 
zers raced around the line almost 
overnight and all the work that 
had gone into its development was 
a total loss. 

The same could happen in our 
concepts of defensive measures in 
handling our investment portfolio. 
What may have been a good back- 
log of investments a few years ago 
may not be so good today. 

Up to about fifteen years ago, 
the word defensive as applied to 
investments was confined almost 
entirely to high grade bonds, a de- 
posit in the savings fund or just 


To rate as a good defensive 
measure, stocks have to 
offer more than stability. 
By Ervin L. Hall, Partner, 
Davis & Hall, Investment 
Management 


plain cash. Common stocks were 
considered highly speculative and 
only to be held in quantity by the 
more venturesome. 


Respectability Grows 


During the intervening years 
common stocks have become more 
and more respectable. This has 
been due in part to the realization 
that under the impact of war and 
depression, the ensuing inflation 
was reducing the purchasing power 
of the dollar. This meant, in sim- 
ple terms, more dollars were neces- 
sary to buy the same goods. Bonds 
or any other fixed obligation 
would certainly not supply these 
extra dollars. Result was that in- 
vestors were gradually forced to 
give more thought to the income 
possibilities of common stocks. 

When we look back on it, this 
trend towards common stocks, al- 
though forced to an extent by cir- 
cumstances, was a sound one. Our 
entire economy is built on the 
earning power of American corpo- 
rations. The Government exists 
solely on its taxing powers. The 
bulk of these taxes come either di- 
rectly or indirectly from the activ- 
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ities of American business. Di- 
rectly through the corporate tax of 
52 per cent and indirectly from the 
wages and salaries paid by busi- 
ness to those who produce the needs 
of the nation. To this we might 
add the double taxation on divi- 
dends paid out by corporations to 
its stockholders. 


Reactions Vary 


With this growing interest and 
confidence in common stock owner- 
ship came the realization that ail 
industries do not react to the same 
economic changes. Some companies 
and some industries had a much 
more stable record of earnings and 
dividends than others. Quaker Oats, 
General Foods, American Chicle 
for example showed steady or ris- 
ing earnings even when the busi- 
ness cycle was in a down swing. 
This led to the word defensive se- 
curity which was eventually ap- 
plied to these more stable types of 
common stock. 

Today you will hear lengthy dis- 
courses on defensive common stocks. 
How they steady a portfolio in un- 
certain times and yet add to both 
growth and income when the econ- 
omy is booming. The utilities are 
an example as are the food chains, 
corfection companies, soft drinks 
and tobacco companies. These in- 
dustries have one thing in common. 
They produce necessities which the 
public wants regardless of the eco- 
nomic cycle. There can be a slow- 
down in the demand for chewing 
gum, perhaps, if general business 
is not so good but it will be small 
with little or no effect on the earn- 
ings of a company like American 
Chicle. Some say anxiety over job 
security stimulates demand for 
chewing gum and tobacco. 


Investment interest in the com- 
mon stocks of companies where 
earning power grows slowly but 
steadily, has reached the point 
where the value as defensive issues 
may be questioned. Like the con- 
fidence of the French in the Magi- 
not Line we sort of assume that 
companies like General Foods, 
American Chicle and Standard 
Brands will always be a strong 
backlog for any portfolio. 


If you look back a number cf 
years you will find that defensive 
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stocks were bought on a respect- 
able yield basis. The dividends 
were well covered and in time there 
was a chance of a small increase. 

The utilities in 1957—only a 
few years ago—were yielding over 
five percent. Now even the slow 
growing ones yield less than four 
percent and the popular growth 
utilities under three percent. The 
same trend has been true in other 
defensive stocks. 

During the last five years stocks 
like American Chicle, General 
Foods, Standard Brands and many 
utilities have fulfilled the expec- 
tations of those who bought them 
for dependable income. These stocks 
not only have provided a good yield 
but with increases in dividends 
have offset the effects of inflation. 
In addition many have given an 
excellent performance in apprecia- 
tion. A pleasant surprise in some 
cases, for this type stock was not 
bought primarily on the basis of 
dynamic growth. 


Picture Has Changed 


The result has been that today 
the same securities that five years 
ago were fulfilling the need for 
stable income in good times or bad, 
are now selling at prices and giv- 
ing yields comparable to many 
highly dynamic stocks. 

Here is where we may be delud- 
ing ourselves to the extent of be- 
lieving that we have a group of 
stocks that will resist downward 
pressure when the economy runs 
into an adjustment phase. Common 
stocks like Quaker Oats, General 
Foods, American Chicle no longer 
fill the income void for which they 
were originally bought. With low 
yields and high prices in relation 
to earnings they offer little more 
than quality and moderate growth. 

Presumably we buy common 
stocks for one of two reasons. We 
want a better income than can he 
obtained from bonds of the savings 
fund. Or we expect the company 
in which we invest to grow much 
faster than the economy as a whole. 
It is possible to get both a good 
income and_ exceptional steady 
growth in the same security if 
purchased at the proper time. But 
right now we are concerned with 
common stocks bought primarily 

Continued on page 96 


Another Product of 
Berkshire Life’s 
Project One 
Breakthrough! 


BIG NEWS 
for 


INVESTMENT 
MINDED 
PROSPECTS 


For the first time, Berkshire 
Life offers two separate 
lines of policies. This means 
that no investment minded 
prospect need be lost. If es- 
tate creation at low outlay 
is required, the Berkshire 
has it. If the buyer wants a 
rapidly accumulating fund 
Berkshire offers a new 
retirement income plan with 
one of the industry’s lowest 
premiums. 


With premiums based on 
the new 1958 CSO Mortality 
Table and a new policy 
pricing system, the new 
Berkshire Life plans com- 
bine an unbelievable degree 
of flexibility and versatility 
with valuable new options 
and privileges, all at outlays 
so low you wouldn’t believe 
the plans were backed by 
one of the nation’s oldest, 
most reputable companies. 


For full details, 
contact the nearest 
Berkshire Life 
General Agency 


ZADeRKSHIRE LIFE 


INSURANCE COMPANY 


PITTSFIELD, MASSACHUSETTS 


A MUTUAL COMPANY FOUNDED IN 1851 


LIFE, ACCIDENT & SICKNESS, 
PENSION PLANS, ANNUITIES 
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as a hedge against the shifting 
fortunes of the economy. 

If you were looking for such 
a_ stabilizing factor today you 
would not likely pick General Foods 
yielding 2.9 percent. The growth 
factor of General Foods has been 
steady but not dynamic. The in- 
dustry does not lend itself to this 


type of growth. Competition is 
extremely keen and the industry 
is circumscribed by the type of 
product and method of distribu- 
tion. No new breakthrough is like- 
ly to revolutionize the industry. 


Unsatisfactory Income 


Although through the purchase 
of General Foods, or Standard 
Brands, American Chicle or a host 
of others, you will get dependable 
earning power, you will not get at 
present prices a satisfactory in- 
come. A return of 2.9 per cent to 





“COVER-ALL POLICY” « FIRE 


EXTENDED COVERAGE » HOMEOWNERS 


AUTOMOBILE + ALL FORMS CASUALTY 


FIDELITY AND SURETY BONDS 


AVIATION 
WORLD-WIDE CLAIM SERVICE 


AMERICAN FIRE AND CASUALTY COMPANY 


HOME OFFICE « ORLANDO, FLORIDA 


CA Sybel 











SINCE 1891 


BOSTON MUTUAL _ 
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3.5 per cent is Jess than you can get 
on short term notes. 

A common stock that sells at a 
price where present and prospec- 
tive income is low and growth po- 
tentials are limited can hardly be 
considered a strong support for an 
investment portfolio. At exalted 
prices such securities are vulner- 
able to a reappraisal of values. 

We should not forget that for 
a number of years now we have 
been operating in a highly opti- 
mistic atmosphere. The trend of 
the economy has been upward with 
only mild periods of hesitation. 
Common stocks have maintained a 
persistant upward trend with the 
usual corrective phases from time 
to time. This optimistic atmos- 
phere has a lot to do with the 
valuation placed on common stocks. 
A turn to a more pessimistic out- 
look, which we have experienced in 
the past, would make a big differ- 
ence in these valuations. 

To summarize, a defensive com- 
mon stock must have certain at- 
tributes or it ceases to be defen- 
sive. Among these are stability of 
earnings and dividends, plus a 
price level commensurate with its 
conservative prospects. 

These thoughts do not suggest 
the prompt liquidation of quality 
stocks that once possessed defen- 
sive qualities. Many of them have 
served you well. In many you may 
have a sizable cushion between 
your cost and present value. The 
suggestion is to look at these stocks 
today in relation to your original 
purchase. Short term notes may 
in time be more attractive. 

In an optimistic and expanding 
period we take many things for 
granted. It frequently pays to take 
a second look. Do not confuse a 
basic defensive type with an ag- 
gressive type stock just because 
the defensive has surprised you 
by appreciating more than you an- 
ticipated. 

A more sober valuation of stock 
prices might not breech the Magi- 
not Line of defensive commons but 
it could outflank it and force values 
back to a new and more tenable 
defensive position. When the re- 
serve troops give way an invest- 
ment portfolio will feel the full 
force of an economic or financial 
adjustment. @ Written July 12, 
1961. 


THE SPECTATOR 





VERDICT 


Three Months Overdue Claim 


Admitted on Incomplete Notice 


“Memorandum of Insurance" fails to include 
filing date of twelve months from the time 
of loss.—By Luke A. Burke, Member of New York Bar 


HE insured brought suit, under 

a “Home Owners Policy,” to 
recover damages to his house 
caused by a rupture of the hot 
water system, a risk covered by 
the policy. At the time the policy 
was issued there was a mortgage 
on the premises and according to 
the usual practice, the original pol- 
icy containing the standard mort- 
gagee clause was sent to the mort- 
gagee. The company delivered to 
the insured a “Memorandum of In- 
surance.” 


Not in Memorandum 


Fifteen months after the loss the 
insured brought suit against the 
company. The company defended 
on the ground that the suit had 
not been brought within the twelve 
months of the loss, as required 
by the policy. There was no ques- 
tion but that such a clause was 
in the policy, but it was not in the 
“Memorandum of Insurance.” The 
trial court granted summary judg- 
ment to the company and dismissed 
the insured’s action. On appeal, 
the appellate court reversed the 
trial court and said that the case 
should have been submitted to a 
jury. This unusual result is ex- 
plained by the appellate court in 
these words: 

“The case seems to have come 
before the trial judge on plaintiff’s 
theory that the delivery of a ‘Mem- 
orandum of Insurance’ not contain- 
ing the standard conditions of the 
fire policy was, as a matter of law, 
a waiver by the company of all 
these conditions, and that in the 
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event of a loss they could not be 
bound by any of these conditions. 
The defendant contended to the 
contrary. 

“To resolve the issues we must 
first examine the memorandum de- 
livered to the insured. 

“It consists of two parts. The 
first part is a single sheet; the sec- 
ond part is a double sheet, affixed 
to the single sheet by some adhe- 
sive. The face of the first sheet is 
quite similar to the first page of 
the 1943 New York Standard Fire 
Policy. It sets forth the name of 
the company and of the insured, 
the location of the insured build- 
ing, the amount of premium, the 
name of the mortgagee, ete. It also 
lists in general terms the cover- 
ages, which, since the policy is a 
‘Home Owners Policy,’ include risks 
in addition to fire. 

“These coverages are divided into 
Section I, covering five risks, let- 
tered A to E, incident to property 
damage, and Section II, covering 
two risks, lettered F and G, inci- 
dent to personal liability and medi- 
cal payments. The concluding para- 
graph, embodying the company’s 
covenant to insure, appears to be 
taken almost verbatim from the 
standard fire policy. Most of the 
form is printed, and the words in- 
serted appear to-be carbon copies 
of an original. 

“In the upper right hand corner 
of the paper appears in red ink 
the title: ‘Memorandum of Insur- 
ance.’ Stamped diagonally across 
the face of the sheet is the follow- 
ing statement, also in red ink: 

“‘THIS IS NOT A POLICY OF 


INSURANCE. This Memorandum 
of Insurance is furnished as a mat- 
ter of information only. No rights 
are conferred by this memorandum 
of insurance under the named in- 
sured respecting Section I of Cov- 
erages A and B.’ 


Was It Complete? 


“The back of this sheet is blank. 

“We pause for comment. It is 
clear that the memorandum given 
the insured was not the original 
policy and no one could suppose 
that it was. But might the insured 
suppose that its text, supplemented 
by the other part of the memor- 
andum, was a complete copy of the 
original policy? 

“We turn to the second part of 
the memorandum, consisting of the 
double sheet, printed on all four 
sides. This part is headed ‘HOME- 
OWNERS POLICY—FORM B.’ It 
is, we infer from the company’s 
answer, an exact duplicate of that 
part of the homeowners policy 
which details at great length the 
nature of the risks insured, and 
the exclusions, limitations, and con- 
ditions applicable thereto. It is di- 
vided into three parts: ‘Provisions 
applicable to the entire policy’; 
‘Provisions applicable only to Sec- 
tion I’; and ‘Provisions applicable 
only to Section II.’ These provi- 
sions are very long and very de- 
tailed. 

“Now, when these two sheets are 
attached to the first sheet above 
described, the whole forms a very 
formidable looking document. No 

Continued on page 98 
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VERDICT 


Continued from page 97 


doubt the copy of Form B was in- 
serted for the information of the 
insured. But a jury might find, not 
unreasonably, that an insured, not 
versed in insurance law or prac- 
tice, would believe that the whole 
document constitutes a true copy 
of the entire policy. The endorse- 


ment in red ink on the face of the 
first sheet states, as above indi- 
cated, that the memorandum is fur- 
nished ‘as a matter of informa- 
tion.’ In the circumstances here 
shown, it might be said: Should 
not the information have been com- 
plete? 

“On the other hand, a careful 
reading of these four printed pages 
might indicate that the memoran- 
dum was not a complete copy. Thus, 
no signature of an officer of the 
company, original or facsimile, is 
to be found. The back of the first 
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sheet is blank, a fact that might 
suggest an omission. Paragraph 4 
of the ‘Provisions applicable to the 
entire policy’ refers to the words 
‘twelve months,’ in ‘line 161 in the 
numbered lines of this policy.’ The 
reference is to the limitation pro- 
vision quoted above, relied on in 
this case by the company. 

“Since there are no numbered 
lines in the document given to the 
insured, a careful reader would in- 
fer that the document is not com- 
plete. Finally, one of the conditions 
of Section II provides that no ac- 
tion shall lie ‘until thirty days 
after the required proofs of claim 
have been filed.’ There is no pro- 
vision respecting proofs of claim 
in the document furnished the in- 
sured. That requirement is found 
in the standard conditions, lines 
97-99. 

“The company is entitled to press 
this view of the matter. 

“We accordingly take the view 
that the circumstances give rise to 
two questions of fact: 1. Were the 
plaintiffs justified in believing that 
the memorandum was a copy of the 
entire policy? 2. If so, were they 
misled, after the loss, into believ- 
ing that there was no contract pro- 
vision limiting the time for suit? 


Waiver of Defenses? 


“In connection with the second 
question, we note that the record 
is silent as to what happened in 
this case after loss. We have no 
facts with respect to notice, proof 
of loss, or negotiations for set- 
tlement. Moreover, the plaintiffs 
did not plead any facts as the ba- 
sis of an estoppel. They pitched 
their case upon the theory that 
the mere delivery of the memoran- 
dum was, as a matter of law, a 
waiver of all defenses contained in 
the standard conditions. The com- 
pany’s position was that as a mat- 
ter of law there was no waiver or 
estoppel. 

“The question seems to us to be 
one of estoppel, although the dis- 
tinction between waiver and estop- 
pel in insurance law is elusive. Cf. 3 
Richards on Insurance, 429-431. 
Certainly the company did not in- 
tend by furnishing the memoran- 
dum to relinquish all its rights 
under the standard conditions of 
the fire policy. But the furnish- 
ing of the incomplete memoran- 
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dum might, after the happening of 
the loss, have misled the insured 
into delaying suit. It may well be 
a question of fact whether it did 
so. 

“We do not know what the per- 
tinent facts are. If, in determin- 
ing the answers to the two ques- 
tions above stated, conflicting in- 
ferences might be drawn from the 
facts, as now seems probable, the 
issues would be for the jury. Cf. 
Emory v. Glen Falls Ins. Co., 7 
Penna. 101, 76 A. 230; Bonnert v. 
Pennsylvania Ins. Co., 129 Pa. 558, 
18 A. 552. Therefore the motion 
for summary judment should not 
have been granted on the record 
before the Court.” 


Unique Case 


That fact that this is a unique 
case is seen in this paragraph of 
the opinion: 

“We should add that neither 
counsel has been able to cite the 
Court to any case directly in point 
on the facts, nor has our own re- 
search disclosed any such case. 
The reason for this may well be 
that the comprehensive Home Own- 
ers Policy, covering unrelated 
risks, is of comparatively recent 
origin. It was authorized in this 
State by the act of April 24, 1945, 
45 Del. L. c. 81. The practice of giv- 
ing the insured a so-called ‘mem- 
orandum of insurance’ in cases in 
which the original policy goes to 
the mortgagee may be of older ori- 
gin, but the inclusion in such mem- 
orandum of a duplicate of the 
elaborate provisions respecting ex- 
tended coverage must have been 
adopted since 1945.” 

It would be well to note the 
closing comments of the court: 

“One comment should be added. 
If the company in this case had 
furnished to the insured merely a 
memorandum to the effect that the 
insurance had been written in a 
specified amount, without including 
the elaborate ‘Form B’ or, alter- 
natively, had stated on the ‘mem- 
orandum’ that the paper furnished 
was not a complete copy of the en- 
tire policy, the plaintiffs would 
clearly have been bound by the 
policy condition respecting the limi- 
tation of the time for suit.” 

Gribble v. Royal Ins. Co., Dela- 
ware Supreme Court, November 15, 
1960. @ 
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NAMES MAKE NEWS 


Breiby, Parker, Hayworth 
Become Board Chairmen 


William Breiby has been elected 
chairman of the board of direc- 
tors of Western Travelers Life. 
Lowell B. Martin has been 
moved up from executive vice 
president to president of the 
firm. 

Lee N. Parker, president of the 
American Service Bureau for 
the past 28 years, has been 
elected chairman of the board. 
Parker, known in life insurance 
both as administrative vice 
president of the American Life 
Convention until recent retire- 
ment and as bureau president, 
is now completing 40 years of 
association with the bureau. 
Otto V. Elder, who was elected 


pany, and the Sheraton Hotel, 
North Carolina. 


Merle A. Gulick will become senior 


vice president in charge of pub- 
lic relations and personnel for 
Equitable Life Assurance So- 
ciety at the retirement of Mel- 
ville P. Dickenson on September 
1. Dickenson will return to per- 
sonal sales production for the 
company, and will also act as 
consultant to the president on 
public relations and personnel. 


John A. Tuck, Q.C., 


dent of Canadian Import Com- 
pany of Canada and a director 
of the Royal Bank of Canada. 
Bayard L. England, chairman of 
the board of the Atlantic City 
Electric Company, has_ been 
elected to the board of Pruden- 
tial. His election fills the term 
of the late Chester I. Barnard. 
Morris Natelson, partner in Leh- 
man Brothers, New York stock 
brokerage firm, has been elected 
to the board of directors of 
Beneficial Standard Life and 
Beneficial Fire and Casualty. 


T. B. Kelley, U. S. 
manager, North 
British Group, will 
become chief execu- 
tive officer of the 
Commerciel Union, 
on the first of next 
year. 


Harry L. Manza has been ap- 
pointed underwriting and claims 
manager by the American Road 
Insurance Company, a subsidi- 
ary of Ford Motor Company. 
Manza has been with Allstate 
for the past 12 years in various 
underwriting positions. His 
most recent position was un- 
derwriting director of All- 
state’s wholly-owned subsidiary, 
National Emblem Insurance. 


president, first entered the Bu- 
reau in Louisville in 1924. He 
later served as manager of sev- 
eral offices before becoming vice 


has been appointed 
chief staff officer 
of the Canadian 
Life Insurance Of- 
ficers Association. 


Lou Paré has been appointed 
comptroller of Northern Life 
Assurance Company. E. R. 
Walters has been appointed as 


; ; secretary of the company. 

Harold E. Rider, president of the Joseph M. Bryan, former senior 
Fairfield County Trust Com- vice president of Jefferson 
pany of Stamford, Conn., has Standard Life, retired July 1, 
been elected to the boards of completing 30 years of service. 
the Phoenix and Connecticut Bryan will remain a member of 
Fire Companies. the board of directors and the 

Ben G. Wright, president of This executive committee. 

Week magazine, has been elected 
to the board of directors of the 
Home Life Insurance Company, 
New York. Russell H. Perry, 

R. R. Davenport, previously vice formerly executive 
president and agency director, vice president of 

‘ : : Republic Insurance, 
has been appointed a senior vice has been named 
president of Southwestern Life, president. Perry has 
Dallas. A. D. Hardner, former been with the com- 

‘ : pany for 29 years. 

vice president and treasurer, 

has been appointed senior vice 
president and treasurer. 

Colin W. Webster, Montreal, has 
been elected to the board of di- 
rectors of Sun Life Assurance 
of Canada. Webster is presi- 


president of the Bureau in 1953. 
Charles E. Hayworth has_ been 
elected chairman of the board 
of Textile Insurance. Hayworth 
is president of Alma Desk Com- 
pany, Hayworth Roll and Panel 
Company, Liberty Veneer Com- 


Donald M. Johnson (I.), former general 
manager of the Los Angeles Office of 
Aetna Casualty, has been appointed assis- 
tant vice president, executive department, 
Aetna Casualty and Surety and Standard 
Fire. C. Carlton Coffin. Jr. (r.), past presi- 
dent of the Rutland, Vermont Life Under- 
writers Association, has been named super- 
intendent of agencies, Aetna Life. 


Robert W. Hinton, former super- 
intendent of agencies with 
Acacia Mutual, has accepted the 
position of vice president and 
agency director of Knoxville’s 
Appalachian National Life. 
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Harold R. Wormer (I.) has been named 
vice president of Lincoln Casualty. Robert 
D. Evans (r.) has also been named a vice 
president of the company. 


David S. Denham, formerly sec- 
ond vice president, Wolverine, 
Battle Creek, has been named 
vice president, underwriting 
and claims, for Underwriters 
National Assurance, Indianap- 
olis. 


Paul M. Klein, Kansas City health 
insurance man with Mid Amer- 
ica Insurance Company, has 
been named president of the 
International Association of 
Health Underwriters. Last 
year’s president F. Kenneth 
Stoakes, Loyal Protective, Los 
Angeles, has been elevated to 
board chairman. John J. Sy- 
manitz, Inter-State, Minneap- 
olis, is president-elect. 


Jane A. Howell, 
CLU, has been ap- 
pointed new sales 
director fer women 
agents for John 
Hancock, San Fran- 
cisco. She will head 
a new department 
for training and re- 
cruiting women to 
sell life policies. 


Robert E. Cecil, CLU, president 
of Continental Life and Acci- 
dent, died June 17, as a result 
of an automobile collision. Cecil 
had been president since 1959. 


Paul Garner, accountant and dean 
of the School of Commerce and 
Business Administration, Uni- 
versity of Alabama, has been 
appointed to the Council of Edu- 
cational Advisers of the Ameri- 
can College of Life Underwrit- 
ers and the American Institute 
for Property and Liability Un- 
derwriters. 


Doris B. Reid, insurance under- 
writer with Hawkeye-Security 
Insurance, has been elected re- 
gional director of the Na- 
tional Association of Insurance 
Women. 

Continued on page 102 
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NAMES MAKE NEWS 


Continued from page 101 


John Twohey has been appointed 
vice president in charge of the 
underwriting department at 
Cosmopolitan. Twohey has been 
with the company for the last 
four years, serving in the un- 
derwriting department. 

Owen F. McCusker has_ been 
elected vice president and gen- 





eral manager of Farmers New 
World Life. He had been life 
conservation manager in Los 
Angeles prior to the election. 


William A. Rigsbee 
has been elected 
executive vice presi- 
dent of Midland 
National Life. Rigs- 
bee was formerly 
with Franklin Life. 
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Payne Karr has been named presi- 
dent of the International Asso- 
ciation of Insurance Counsel for 
the coming year. William E. 
Knepper has been named pres- 
ident-elect to take office in mid- 
1962. 


W. Edward Bough- 
ton, formerly with 
J. Walter Thompson 
Co., has been made 
general director of 
public relations for 
John Hancock Mu- 


tual Life. 


Donald Bramley, CLU, has been 
named assistant to the manag- 
ing director, and an officer of 
the Life Insurance Agency 
Management Association. He 
had been director of managerial 
training and in charge of 
schools in agency management, 
the management orientation 
schools, and the special foreign 
and company schools. 

Valmore H. Forcier, executive sec- 
retary of the Insurance Federa- 
tion of New York, has joined the 
staff of the National Associa- 
tion of Insurance Agents as ad- 
vertising coordinator. 

Joseph O. Helms has been named 
second vice president, casualty- 
fire claim department, The Trav- 
elers. Helms, who has_ been 
with the company since 1928, 
had been secretary of a com- 
bined casualty-fire claim de- 
partment. Rupert D. Morrill has 
been named secretary, claims 
department. Morrill has been 
manager of the Washington 
claims department since 1956. 


John Gray has been 
appointed executive 
vice president of 
Illinois Mid - Conti- 
nent Life. Gray had 
been assistant vice 
president and group 
actuary for United 
States Life. 


Alfred Goldberg has been ap- 
pointed corporate insurance 
manager for Davidson Brothers, 
Inc. Goldberg had been -secre- 
tary of Kobacker Stores, Inc., 
from 1947 to 1961, when that 
operation became a division of 
Davidson. 
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Executive Opportunities 


THIS PAGE is a free Spectator service to insurance companies and 


insurance people. 
a person described here, write a le 
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& 56th Sts., Philadelphia 39, Pa. 
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POSITIONS AVAILABLE 
C-65—Bond Underwriters. Exp'd, 


xcel. benefits. inc. co. paid life and 
hos. ins. and opp. to retire at half 
pay at 65. Salary depends on exp. 
oc. Lansing, Mich 

C-30—Agcy. Supv. & Recruiting. 
Well-est. Neb. life co. exp’d in| 
agcy. dept. & recruiting, supv. new 
agcy. and improving pres. agencies. | 
A-26—A&H Underwr. Oppor. in 
New Eng. life co. expanding health 
ns. activities to inc. non-cancel- 
able disab. coverage. Req yrs. | 
exp. in AGH underwr. and ability | 
to aid in dev. of underwr. prac. & | 
educa. material. Salary open 
A-18—Asst. Actuary. Med-sized 
fe co. needs young man with some 
actuarial exp. Excel. oppor. with 
rapidly growing co., loc. in North 
entral U.S. Salary open depend 1- | , 
ing on exp % 
A-90—Agcy. Vice Pres. Forward | 
looking exec. needed with H.O. of | 
field recruiting exp. for expanding | 
life and disability co. East. Sal 
to $17,500. 

A-30—Dept. Cas. Mgr. 
Age to 45; $15,000; min 
heavy liability/auto underwr 
Agcy. System co. 
C-17—Life Asst. Agcy. Supt. $8, - 
500, age to 36. College degree, 4 
yrs. ord. sls. exp. Excep. oppor. for 
personal growth in Easterr 
H.O. in N.Y. state 
C-44—Life Agcy. Dept. Exec. Asst. 
$6,000, age to 30. College grad. 2 
yrs. ord. sls. exp. Fine oppor. for 
eventual exec. post in field or H.O 
C-29—Life Mgr. $10,000. Lg 
est'd agcy. in N.Y. state. Age to 
42. College grad. compt. in ord. | 
sls. and mgmt. East co. H.O. in 
NLY. state 

C-31—Fire Exec. Age 30-45, to 
head new fire dept. of A+ rated 
Southern co. operating coast to 
coast 
C-36—Fidelity Underwr.  Exp'd 
fire or cas. underwr. to be trained 
n fidelity bus. Opp. to dev. into 
fidelity mgr. Starting sal. in $6200- 
$7600 range, dep. on exp. Loc., 
Ohio 


Midwest 
10 yrs 


Amer 


co 


Philadelphia 39, Pa. Your letter will 
forwarded in confidence to the agency 


ary ton a 
letters to Executive Opportunities, The Spectator, Chestnut 


Del., and NYC 





C-40—Surety Underwr.  Exp'd 
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D- 19—Life Brokerage Supys. 
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D- 20—Life Sls. Mgr. 


part « of Mid- west m sit 


New 
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exp’d ; 
V-18—Life-Pension Actuary. $17 
100, Midwest. Op 
y-known consulting 
sh p in So. iety man d 
V-27—Life Actuary. $16 
Vest Coast. Pos. open. with we 
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r Fellow with current H.O 
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V. Rtsteates Life Actuary. $6 
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se 
V-85—IJr. Life Actuary. $7,400, 
West Coast. Large, 
oppor. for young man with 
some Actuarial training and exp 
V-88 — Fire/Marine Spec. Risks 
Underwr. $10,500, Midwest. Age 
to 35. Coll degree Min. 7 yrs 
spec. in fire spec. risks lines 
V-49—Fire Loss Mgr. $9,000, 
Midwest. Age to 42, min. 8 yrs 
H.O loss Supv. exp 
X-18—Mult. Line Underwr. Mer. 
$12,000, East. Coll. grad. age t 
35. At least 8 yrs. H.O. cas. man 
agerial exp. with working know! 
of fire 
X-32—Casualty Actuary. $15,000 
Northern Calif. Fellow/Assoc. So- 
ety. Age to 40. Five yrs. ins. exe 
X-23 — Mult.-Peril Supv. Okla, 
$8,500. Age to 38, college degree 
Seven yrs. underwr./prod. exp 
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EXECUTIVES AVAILABLE 
C- 45—Life Top Exec. CLU, col- 


lege grad., 15 yrs. exp. in all phase 
life ins wits Well qual. for HO 
life ins. sls. and mgmt. duties 
D-26—AGH, Life. CLU, - 
Nine yrs. field and mgmt 

two Ig desire H.O., $15 


co 





A-27—Fire Ins. Inspector. Early 
30's, single, coll. grad., seeks spec 
agt. or engineering pos., 5 yrs. ins 
exp., extensive rate-making back- 
gr., CPCU stud. Prefer N. Eng. or 
N. Y. Salary $5,800 

A-43—Life Agcy. Dir. Presently 
agcy. Vice Pres.; 8 yrs. exp., all 
phases; age 3]. Proved prod. rec 
Sales ideas in use by over 50 cos 
D-27—Life/AGH Exec. Age 40 
Exp’d in all managerial aspects, also 
underwr., claims, 
methods. Loc 
X-67—Cas. 
coll. backgr., 6 yr 

derwr. exp., excel. stability 
Fla. only. Pres. income $6,00 
X-55—Corp. Ins. gr igs 


oll. grad. with legal degree 
KA 


prod 
and sal 
Underwr. 


open 


orp. ins. exp. Prefers Midwe 
ary area $3.5 0 : 

X-84—Adv. Dept. Asst. 30's, 
rad., 5 yrs. ins. co. H.O. ad 


Prefers Eastern 


Z-15 — Engineering/Audit Mgr. 
Early 40's, coll. degree, 10 yrs. ins 
co. eng/audit exp. Loc. open 
Salary $8,500 

Z-81—Mult. Line Spec. Agt. 30: 
6 yrs. spec. agt. exp. acquired witt 
A-] co. Int. St. Louis area only 
Salary area $6,500 

Z-83—Asst. Life Agcy. Supv. 2 
coll. degree, 4 yrs. exp. aS agt. for 
leading life co. Loc. open. Salary 
area $6,000 

Z-90— Asst. Life gr! Dir. 
Early 40's, coll. backgr., 

| yrs. aS agt ipervisory 

ires West Coast or S.W 

3rea $6500 

z: a Agcy. Supv. 


KA 
ViO 
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| Z-94—Asst. Life Agcy. Supv. Lat 

20's, coll. degree, 3 yrs. exp. 2 
agt. and supv. Loc e a 
ary range $6.000 
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For General Agents 


we usually don’t bother 
»f0 mail coupons... 
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We'd like to talk to you if you are one of the following: 
1. A personal producer writing at least $300,000 a year 
and 
who wants the opportunity to start your own General Agency 
or 
2. You are already an established G. A. or Broker and want to 
increase your income without increasing your present volume. 


Here’s a brief description of what’s in store for you.. 


® New Streamlined Contracts — Latest in Hospital- © Modern Sales Tools — Audio-Visual presentation . . . 
ization, Doctor Bill, and Lifetime Income — Ages 1 Self-selling Agents Kit. . . 
month to 85 inclusive. Non-Can and Guaranteed Re- 
newable policies. PLUS complete line of Life Insurance. © Vested Renewals 


© Underwriting — Most liberal in industry. ® Home Office Cooperation — We know our success 


® Claim Service — No red tape. 48-hour service. depends upon your success. 


PLUS...<an ALL NEW TOP COMMISSION SCHEDULE 


No false claims! We're proud of our schedule and we'd 
like you to examine it yourself. 


HURRY AND MAIL THE POST-PAID REPLY CARD TODAY ¥ 


Agency opportunities are still available in the following States. 
® Arizona * Indiana *® Michigan * Ohio * West Virginia 
* Arkansas . 
* Florida ® Kentucky * Mississippi © Pennsylvania 
* Illinois ° 


lowa ® Minnesota * Oklahoma 


Louisiana ® Missouri *® Tennessee 





Complete 


OLD EQUITY LIFE Gswoance S hany — 
executive offices simply 


CIRCLE 


old equity building, evanston, illinois circling 


- our 
“Your passport lo securtly” Teh NUMBER 


on the 
SPECTATOR reply card and 
MAIL TODAY! 











Q. Mrs. Roberts, what is 
the viewpoint of a 
woman agent 

regarding INA? 


A.| have faith in INA. 
It has the same 
historical background 
as the Nation itself. 
It has independence. 
It has the 

pioneering spirit.... 
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Q. What is your sales problem? 


A.| have no problem selling 
our agency. It is the 

oldest in Andrews, Texas 
—almost as old as the town. 
When | tell prospects that 
we represent the oldest 
and most substantial 
company in North America 
that clinches it! 


Q. Do you specialize in personal accounts? 


A. Yes, the INA leadership 
helps me to get considerable 
Homeowners business, but 

| am able to obtain a lot 

i of larger accounts, too, with 
the aid of INA’s excellent 
Technical Service. 


J 


‘* 
esse “4 
ote 

Pt yhe 

, 
Sie 

iis 
4,4 


. 
** 
* 
*. 

é 


ees s4 


eee. 3333 


3 

oo 
See, 
996.5% 
ee 


Q. Just give us the facts, ma’am! 


A. INA has initiated all the 
good insurance developments 
that have come along 
in Texas. Other companies 
have followed. INA was 
first to provide competitive 
policies to meet the 
inroads of direct writers, 
for example. 


Q. What first sold you on the 
Insurance Company of North America? 


A. My very first policy 
written here had a claim 
a week later. INA paid 
the loss quickly and 
didn't close my agency! 


Q. Mrs. Roberts, would you tell other agents 
more about what you think of INA? 


A. Sure! Tell them to write me. 
Mrs. Elizabeth Roberts, 
Andrews Insurance Agency, 
Andrews, Texas. 
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